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FOUR INSURANCE MEN ARE 7 
ON OPERATING BOARD OF 
NEW INVESTMENT TRUST 


Foundation Trusteed Shares; Has 
Insurance and Other Stocks in 
Portfolio 
POPE & CO. DISTRIBUTORS 


Charles Rosenbaum, C. M. Martin-_. 





REPORTS CURRENT ABROAD THAT 
COMPANIES WOULD RE-ENTER 
FRANCE ARE DENIED HERE 


French Paper Named New York 
Life, Equitable Society and 
Sun Life of Canada 


ARE NOT CONSIDERING MOVE 


a 


PHOENIX 


Assurance Company, Ltd. 


of London 
150 William Street, New York 














A Corporation which | has stood the test 
of time! 148 years of successful business 


dale, Vincent.Cullen and E. J. .°% 
Donegan Among Directors _ 





Following a close study of the invest- 
ment trust situation before and after 
the events in Wall street of last fall a 
new investment trust has gotten under 
way with four well known insurance men 
on the board of directors. They are 
Colonel George Upshur Pope, well known 
New York surety man and president of 
G. U. Pope & Co.; Charles M.’ Martin- 
dale, secretary of the Home Insurance 
Co. and vice-president and secretary of 
the Home Indemnity; Vincent Cullen, 
vice-president of the National. Surety; 
and E, J. Donegan, executive vice-presi- 
dent of the General Surety. 

The new trust is called the Foundation 
Trusteed Shares. These shares repre- 
sent participating ownership in a trust 
unit created pursuant to a trust indenture 
between the Bank of America N. A. as 
trustee and Trusteed Equities Founda- 
tion, Inc., as depositor. The chairman 
of the board of directors is Charles P. - 
Warwick of Warwick & Co., New York 
stock exchange house. Also on the board 
are D, Basil O’Connor of Roosevelt & 
O’Connor, law firm, the Roosevelt being 
the Governor of New York; and Charles 
Rosenbaum. Mr. Rosenbaum is presi- 


dent of the Trusteed Equities Founda- 
tion, Inc. He is a well known New 
York lawyer who formerly managed the 
Bonded Securities Corporation which 
was sold to the Commercial Credit Co. 


G. U. Pope & Co. Selling Organization 


The national distribution of the Foun- 
dation Trusteed Shares will be made by 
G. U. Pope & Co., 39 Broadway. The 
Management of the trust. is under the 
supervision of the board of directors of 
Trusteed Equities Foundation, — Inc., 
which for a compensation of one-fourth 
of 1% per annum furnishes the research, 
Statistical, accounting and other facilt- 
ties and subordinate personnel necessary 
or maintaining continuotis supérvision 
of the portfolio. 

The new investment trust has a fixed 
portfolio consisting of shares in 130 cor- 
Porations, including insurance companies, 

anks, railroads, , public utilities, indus- 
trials, automobiles and equipment, 
amusements, petroleum, metal and chem- 
\cals. Purchasers of shares are not re- 
quired to contribute any amount towards 
a reserve fund which is created out of 


(Continued on Page 38) 
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Companies Withdrew at Start of 
War; New York Life Had Office 
’ of Issue in Paris 





Reports that American life insurance 


companies are considering entering 


France for business have been current 
in that country and certain French in- 
surance papers have stated definitely that 
the American companies which were do- 
ing business there before the world war 
planned to return. Some of the home 
offices here have received applications 
for representation from various Conti- 
nental cities—even from the Far East 
—so that it is evident that the report 
is widely current abroad. 


The companies specifically named as 
about to enter Continental countries, es- 
pecially France, are the New York Life, 
Equitable Society of New York and the 
Sun Life of Canada. 


Not Being Considered 

The Eastern Underwriter is able to 
say on the best authority that there is 
no basis for these reports whatever. At 
the Home Offices of both the New York 
Life and the Equitable Society it was 
said that there was no intention of re- 
suming business in France or any other 
Continental country and that the matter 
had not been under consideration. There 
had been inquiries from various points 
abroad showing that such a report was 
in circulation. 

It was pointed out that the present 
would not be a favorable time for such 
a move in any event, The new French 
social insurance laws which apply to of- 
fice workers as well as general indus- 
trial classes are expected to be a factor 
in the future insurance conditions in that 
country. It would be expected that any 
company considering entering France 
would await the outcome of the new so- 
cial insurance laws. , 

Equitable Business Only Nominal 

The Equitable Society withdrew from 
France shortly after the beginning of the 
war. At present the society has only 
a nominal amount of insurance outstand- 
ing in that country. 

The New York Life operated extens- 
ively in foreign countries until the open- 
ing of the world war. It was doing bus- 
iness from Russia to Capetown and from 
England to China and Japan. The com- 
pany had its own building in Paris as 
it also did-in’ several other Continental 
cities. The business was so extensive 
that the New York Life established a 
European office of issue which was lo- 
cated in Paris. Here there was estab- 
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Where Has Business Gone? 


THERE ISN’T ANY SANTA CLAUS! 


i business men have just discovered that truth. And they 
are all hot and bothered about it. For years “the stockings hung 
by the fireside” have been filled with satisfying regularity and 
liberality. Large juicy orders spiced the morning mail. Everybody 


. ) was having a wonderful time. 
ce iy 


But something has happened. And the bewildered ones are 
asking each other, “Where has Business gone?” 


i O Well, where has Business gone? 
The plain truth is that Business hasn’t gone anywhere. It is 
a t er right here. Always has been. Always will be. But Business 
nowadays is operating on the “cafeteria” plan. You've got to “help 


yourself.” The chap who sits around waiting for “table service” 
7 iF f is doomed to disappointment—and lots of it. 


* As John Wanamaker used to say, “There is always someone, 
someplace who wants to buy—and CAN buy—what you want 
to sell.” If this “someone” no longer walks in the front door, it 


is plainly up to us to go out AFTER him. Find him! Tell him! 
Sell him! 


We have no patience with Pollyanna platitudes and baseless 
bunk. Let’s face the facts. Nobody is going to hand us anything. 
The folks who go after orders intelligently and earnestly will reap 


the rewards. The wailers and the waiters are on the way out. 
This is the day of the Doers! 


—Organized Service— 
THE KEANE-PATTERSON AGENCY 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 


‘225 WEST THIRTY-FOURTH STREET, NEW YORK CITY * Telephone Chickering 2384 
LEYENDECKER BRANCH JOHN STREET BRANCH WHITE PLAINS BRANCH 
225 Broadway 60 John Street 226 Main Street 
Telephone: Barclay 3670 Telephone: John 4107 Telephone: White Plains 9086 
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N. Y. Agent Calls Upon 
Iceland Insurance Men 


FINDS FIVES COMPANIES THERE 





Lewis N. Cotlow of Mass. Mutual Visits 
300 Miles North of Arctic Circle; 
Traveling in Russia Comfortable 





Lewis N. Cotlow, one of the star pro- 
ducers of the Keane-Patterson Agency, 
world traveler, lecturer on Japan, and 
now in Europe, reports that he found 
five life insurance companies doing bus- 
iness in Iceland—one English and four 
Scandinavian. Practically every man on 
the island was carrying life insurance. 
The most popular form of insurance 
there was the Endowment at 60 and 65. 
There are two or three hundred agents 
scattered around the various fishing 
towns of the island and the entire popu- 
lation is 100,000, indicating there is much 
more room for comfort in New York 
City for the life insurance man. 

Some years ago Iceland decided to go 
dry and thus the importation of wines 
from other countries was stopped. These 
countries retaliated by ceasing to buy 
any more fish, which is the chief source 
of Iceland’s revenue. As a result, pro- 
hibition had to be abolished. Iceland 
rules that commerce should be saved be- 
fore the soul. 

Near Arctic Circle 

Mr. Cotlow visited the northernmost 
town of the inhabited world—three hun- 
dred miles north of the Arctic Circle, 
Hammerfest, which was Admiral Byrd’s 
base on his flight to the North Pole. 
His principal objective was the northern 
peninsula, on which he will lecture this 
coming season. He is now well known 
as an authority on Japan. 

During his visit to the capital of “The 
Land of the Great Upheaval,” Moscow, 
he observed that the train that conveyed 
him and his party there was more com- 
fortable and immaculate than many of 
our own Pullmans. The principal oddity 
of this transportation, however, was the 
sleeping compartments, which accommo- 
date four people regardless of sex, and 
he reports considerable embarrassment 
in having to get into his pajamas in a 
compartment with two other male pas- 
sengers and a Russian lady, who was a 
total stranger and who looked right at 
him. 

His first impression of Moscow was 
disappointing but gradually its shabbi- 
ness and drab appearance wore off as 
he became more familiar with it and it 
began to assume a certain charm for 
which it is noted and which fascinates 
those who become acclimated. 

American Plant in Novgorod 

He reports that in Novgorod the larg- 
est automobile factory in Europe is 
about to be finished. It is a Ford plant. 
He reports a shortage of main necessi- 
ties, such as bread, butter and sugar. 

A representative of the Russian Gov- 
ernment boarded Mr. Cotlow’s boat at 
Stockholm for the purpose of familiariz- 
ing the passengers with some of the facts 
about Russia before the vessel arrived 
at that country. He endeavored and al- 
most succeeded in influencing Mr. Cot- 
low to abandon the tour at Moscow and 
continue down the Volga River to Cau- 
caus, which is supposed to be one of the 
most interesting trips in Russia from 
not only the scenic standpoint but for 
the beauty of the women in the Georgia 
group. 

Mr. Cotlow reported some other ob- 
servations of Russia, which are a little 
too intimate for an insurance paper, 
but should make interesting copy for a 
travelogue when he returns to New 
York and addresses the Massachusetts 
Mutual Life agents. Undoubtedly, there 
will be a demand on the part of agents 
of other companies, too, for “tickets”: to 


this lecture. Its titie will be “The. Real 
Low Down.” 


The Canada Life’s Beautiful New 
Head Office Building In Toronto 


Composite Photograph Shows How New Home of Company 
Will Look in Its Unusual Setting 


The new head office of the Canada 


‘Life in Toronto, now in course of con- 


struction, has a most beautiful setting 
as the accompanying picture shows. This 
is a combination photograph of a model 
of the new building and the location, 
photographed from atop the twenty- 
sixth story of the Sterling Tower, one 
of Toronto’s recently built skyscrapers. 
Osgoode Hall, well known as the seat 
of legal learning and home of the Law 
Society of Upper Canada, also appears 
in the picture to the right. The picture 
of the building inserted in this photo is 


windows will provide almost ideal light- 
ing and ventilating conditions, and spe- 
cial blinds will hide the glare of the 
sun, but not shut out the daylight. 


The General Plan 


The main block will be eight stories 
high above grade, and the executive 
block will rise three stories higher. The 
central block, 60 feet wide, forms the 
twelfth floor, above which will rise the 
tower, with an observation room at the 
top. 

The main entrance from University 








Toronto’s New Insurance Landmark 
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How Head Office of Canada Life Will Look When Completed 


in exact scale to its surroundings. 

In the course of planning this build- 
ing, executives of the Canada Life vis- 
ited many of the largest and most mod- 
ern insurance office buildings on this 
continent and the best features of many 
of these buildings will be included, so 
that in addition to being a fine piece of 
architecture, the new Canada Life build- 
ing will be right up to the minute in the 
matter of equipment, time and labor 


saving devices, pneumatic tube systems, ~ 


etc. 
Details of Structure 


The first unit of the new Canada Life 
building will be one of the outstanding 
office buildings in Canada in point of 
size, architectural beauty and equipment. 
From sidewalk level to the top platform 
will be 280 feet. The east and west 
facades (University avenue and Simcoe 
street) will be 305 feet long and the 
north and south 101 feet 9 inches. Build- 
ing specifications call for 170,000 cubic 
feet of white limestone to cover its en- 
tire exterior, excepting the base and 
steps, which will be of granite. 

A massive portico over the main en- 
trance will be supported by ten columns, 
each 35 feet high, enclosing a balcony 
at the second floor. 

The entrance halls and elevator lobby 
will be richly treated with marble walls, 
marble and mosaic floors, decorated ceil- 
ings and bronze doors. 

Floor space will measure 250,000 square 
feet, and the office floors are being car- 
tied across a clear span of over 50 feet, 
there being no pillars to obstruct the 
light. High ceilings and 9 feet high 


avenue is to be a triple one and will con- 
sist of an open porch below the portico, 
outer and inner vestibules, with bronze 
doors to each. Heavy metal gates will 
protect the entrance when the building 
is closed. Separate entrances will also 
be provided to the north and south wings 
from University avenue, as well as a 
central entrance from Simcoe street, and 
the main hall will be continuous from 
University avenue to Simcoe street. 

Fine suites of executive offices have 
been arranged on the ninth and tenth 
floors, and the board room occupies a 
commanding position on the fifteenth 
floor in the tower. The main dining 
room and kitchen will be situated on the 
eleventh floor and officers’ dining room 
on the twelfth. 

A battery of six high speed elevators 
will serve all floors up to the twelfth, 
and one car will run to the observation 
room in the tower. 

The main building will be connected 
by a tunnel with the new power house, 
printing plant and garage of the Canada 
Life, which are also being erected on 
the west side of Simcoe street. Accom- 
modation is provided in the garage for 
about ninety cars, with open air parking 
for the same number on the roof, in 
addition. All supplies will be received 
at the power house and trucked through 
the tunnel to the main building. 

The erection of a healthful as well as 
highly efficient workshop for the large 
Canada Life head office staff has been 
the first aim of those who planned this 
building. The acoustically treated ceil- 
ings will minimize noise and racket and 
avoid considerable nerve tension; fifteen 


New York Life Agent 
Killed in Explosion 


WAS CALLING ON PROSPECT 





Morris Pollard, Knickerbocker Branch 
in New York City, Was Cousin of 
Harry Siegel; $100,000 Insurance 





The New York Life lost the services 
of a promising agent last week when 
Morris Pollard of the Knickerbocker 


branch in New York City was killed 
in an explosion which occurred in two 
buildings at Nos. 118 and 120 Prince 
street. Mr. Pollard, who joined the com- 
pany in February and had already this 
year paid for more than $300,000 of busi- 
ness, was a cousin of Harry Siegel, past 
president of the company’s $400,000 Club. 
It was through Mr. Siegel that Pollard 
entered the business. 

The proprietor of a printing plant at 
the Prince street address had called 
Mrs. Pollard to tell her husband to call 
and see him and this Mr. Pollard did 
shortly afterwards. When he failed to 
return home that evening Mrs. Pollard 
became alarmed and appealed to the 
police and it was established that the 
unfortunate agent had been a victim of 
the explosion. The disaster occurred 
when a kettle of chemicals with which 
an experimental chemist was working 
exploded. The material damage was 
about $30,000 and one other man was 
killed. Residents of the neighbor- 
hood said there were two explosions, 
one following quickly upon the other. 
The blasts blew out the brick side wall 
of the building at No. 118 Prince street, 
a five-story structure, and dropped it on 
the lower roof of No. 120 Prince street, 


a two-story building next door. The 
printing establishment occupied this 
building. 


The deceased agent carried $50,000 in- 
surance with the company including the 
double indemnity feature, which he had 
bought several years ago. The family 
of Mr. Pollard, a wife and three sons, 
will thus receive $100,000 through the 
benefits. 





MATTHEW WOLL IN PAPERS 





Union Labor Life President Signed 
Letter of Introduction Addressed 
To Amtorg Official 


Matthew Woll, widely known labor 
leader and president of the Union Labor 
Life of Washington, D. C., was given 
publicity this week in the daily news- 
papers as a result of his signing a letter 
of introduction for one of the company’s 
agents addressed to Mr. Grapfen of the 
Amtorg Trading Co. Mr. Woll has been 
a vigorous opponent of the Amtorg Co. 
and explained when confronted with this 
letter that he signed it in a hurry, along 
with a large number of similar letters 
and did not notice to whom it was ad- 
dressed. 

The letter was somewhat of a surprise 
because Mr. Woll has been strongly con- 
demning Russian business in America of 
late. He has asserted that he believes 
Amtorg to be agitating for the overthrow 
of the American system of society and 
government. He has lately protested 
that this country must not have 4dny 
dealings with Russia lest the Muscovite 
octopus shall overwhelm American trade 
and industry. 








feet ceilings and nine feet high windows 
will provide as nearly as possible ideal 
lighting and ventilating conditions. In 
addition, the building will be equipped 
wth a modern ventilating system. 

Ths unit will be the fourth head office 
building occupied by the Canada Life 
Insurance Company since its founding 
83 years ago. At present the head office 
staff is being accommodated in five dif- 
ferent buildings in Toronto, which have 
proved inadequate for the rapidly in- 
creasing number of employes necessary 
to take care of the business which the 
Canada Life now has. 
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Toronto Convention 
Program Released 


MANY EDUCATIONAL FEATURES 








Celebrated Speakers Scheduled; Big 
Evening of Entertainment Is Planned 
For September 25 





The complete draft of the program of 
the Fourth International Convention of 
Life Underwriters to be held at the Roy- 
al York Hotel, Toronto, Canada, Sep- 
tember 24, 25 and 26 was released this 
week. It indicates that there should be 
no lack of either valuable education or 
entertainment. The chairman of the 
program committee is Leon Gilbert Si- 
mon of New York City and the vice- 
chairman J. G. Taylor of Toronto. 

The following constitutes the general 
outline of the various meetings: 


MONDAY, SiPTEMBER 22, 1930 

Meeting of the Board of Trustees of the Na- 
tional Association. 

Complimentary Dinner to the Board of Trus- 
tees of the National Association by the Board 
of Directors of the Life Underwriters’ Associ- 
ation of Canada. 


TUESDAY, SEPTEMBER 23, 1930 


Advance registration opens Royal York Hotel. 

Pre-Convention Meeting of the Executive 
Committee of the National Association. 

General Meeting of the Life Underwriters’ 
Association of Canada. 

Joint Luncheon, Members of the Executive 
Committee of the National Association and Del- 
egates to the General Meeting of the Life Un- 
derwriters’ Association of Canada. 

Meeting of the Board of Directors of the 
American College of Life Underwriters. 

Dinner, Board of Directors of the American 
College of Life Underwriters. 

WEDNESDAY, SEPTEMBER 24, 1930 
Breakfast, Million Dollar Round Table. 
Registration. 

Band—48th Highlanders under the direction 
of Captain John Slatter. 

WEDNESDAY MORNING 


Chairmen of the Session—Robert MacInnes, 
president of the Life Underwriters’ Associa- 
tion of Canada. S. T. Whatley, president of 
the National Association. 

Organ Recital—Harvey Robb at the Grand 
Console. 

Singing—Led by W. Davidson Thomson; Joe 
Lyon at the piano. 

Opening of Convention by 
Innes. 

Welcome from Mayor 
Toronto. 

Welcome from A. E. Rundle, president of the 
Life Underwriters’ Association of Toronto. 

Response on behalf of the National Associa- 
tion by President Whatley. 

Playlet: “Life Underwriting: Yesterday, To- 
day and Tomorrow.” Author and Director— 
Fred C. Gerred, London Life. 

Address: “Reflections’’—Clyde F. Gay, assist- 
ant superintendent of agencies, Aetna Life. 

Appointment of Nominating Committee of the 
National Association. 

Address: “When the Brains of a Business 
Die”—John Morrell, associate manager, Equita- 
ble Society. 

Luncheon, Nominating Committee of the Na- 
tional Association. 

Through the courtesy of the Host Association, 
The Robert Simpson Co., Ltd., and the Granite 
Club, Toronto, all ladies of the convention are 
invited to attend a personally conducted tour 
of one of the great departmental stores of the 
continent, and to later visit the Granite Club 
where afternoon tea will be served. 

WEDNESDAY AFTERNOON 

Chairmen—J. J. McSweeney, chairman of the 
Board of Directors of the Life Underwriters’ 
Association of Canada, and Paul F. Clark, 
chairman of the Executive Committee of the 
National Association of Life Underwriters. 

Addresses by representative insurance com- 
missioners— 

Howard P. Dunham, Insurance Commissioner 
of Connecticut and President of the National 
Convention of Insurance Commissioners. 


President Mac- 


Bert S. Wemp of 


. D. Finlayson, Dominion Superintendent 
of Insurance, Ottawa. ‘ 
Leighton Foster, Superintendent of IYn- 


surance of Ontario, representing the Assocta- 
tion of Superintendents of Insurance of the 
Provinces of Canada, 

Greetings from Life Insurance Organizations: 

The Canadian Life Insurance Officers’ Asso- 
ciation—W. H. Somerville, President and Gen- 
eral Manager, Mutual Life of Canada. 

The Life Presidents’ Association—Charles G. 
Taylor, Jr., Assistant Manager and Actuary. 

The American Life Convention—Charles W. 
Gold, President, Vice-President of the Jeffer- 
son Standard Life. 

The Association of Life Agency Officers— 
A. N. Mitchell, Chairman, General Manager of 
the Canada Life. 

The Canadian Association of Life 
Officers—Wilfred Carlisle, Chairman, 
tendent of Agencies of the Mutual 
Canada. 

Demonstration: 

“This Business of Selling’—R. C. Borden 
and A. C. Busse, Associate Professors of Pub- 
lic Speaking, New York University. 

Echo from the Million Dollar Round Table. 


Agency 
Superin- 
Life of 














Home Life Insurance Company 
of New York 





A COMPANY 


of OPPORTUNITY 


ETHELBERT IDE LOW, 
Chairman of the Board 











On Agency matters address: 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 


JAMES A. FULTON, 
President 























Address: ‘‘Fundamentals in Selling’—L. N. 
L’Esperance, Imperial Life. 

Open Forum—‘What’s on Your Mind?”— 
Conducted by James Elton Bragg, Director, 
Life Insurance School, New York University. 

Complimentary Dinner to Women Life Un- 
derwriters, 

WEDNESDAY EVENING 


Chairman, John Marshall Holcombe, Jr., Man- 
ager, Life Insurance Sales Research Bureau. 

“The Manager of Yesterday and Today”’— 
Mr. Holcombe. 

“The Problems of the Newly Appointed Man- 
ager’”—Jay Ream, General Agent, Mutual Ben- 
efit Life. 

“The Manager of the Future in Rural Terri- 
tory’—W. Lyle Reid, Sun Life 

“The Manager of the Future—A Business 
Man’”’—O. Sam Cummings, Manager, Kansas 
City Life. 

“The Manager of the Future—A Builder of 
Men’’—John W. Yates, General Agent, Massa- 
chusetts Mutual. 

THURSDAY MORNING 

Complimentary Breakfast to Representatives 
of the Press. 

Chairmen—Mr. Whatley and Mr. MacInnes. 

Echo from the Million Dollar Round Table. 

Address: “Evolution in Life Underwriting 
from Head Office Point of View”—A. N. Mitch- 
ell, General Manager, Canada Life. 

Address: “How to Write an Application Per 





Call”—-Louis M. Crandall, Special Agent, New 
England Mutual. 

Address: “What I Lack Yet’—John G. Lons- 
dale, President, American Bankers’ Association. 

Address: “Uncovering Life Insurance Needs” 
—William F. Deneen, Educational Director, Mu- 
tual Life of New York. 

Address: Subject to Be Announced — Clay 
Hamlin, General Agent, Mutual Benefit Life. 

AFTERNOON DIVERSIONS 

Golf. 

Tour of the City of Toronto. 

All delegates and guests are invited to go on 
this trip, visiting such points of interest as 
Down Town Toronto, Queens Park, Parliament 
Buildings, Toronto University Buildings, Rose- 
dale Residential Section, the Village of Forest 
Hill (the .finest residential municipality in Can- 
ada), Casa Loma (Toronto’s only castle), High 
Park, the Old Mill, and several miles along the 
shore of Lake Ontario, through Sunnyside (To- 
ronto’s Entertainment Park), Toronto’s Exhibi- 
tion Grounds (the largest annual exhibition in 
the world). 

THURSDAY EVENING 

Will J. White and the “L” and “U” Chorus 
—Charles Musgrave at the piano. 

Orchestra under the direction of Charles E. 
Bodley. 

—— “Life 


all. 
Created and produced by Will J. White, To- 


Follies of 1930’’—Convention 








Modern life insurance salesmanship calls 
for an understanding of the clients’ life 


plans. 


The complete schedule of the Connecti- 
cut General’s contracts gives agents the 
opportunity to guarantee accurately and 
adequately personal earnings replace- 


ment. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Over a Billion in Force 





ronto, Musical Directors: Charles E. Bodley, 
bY sewer Musgrave, Charles Leslie, Frederick 
omas. 


Color rythm and the bright lights blend in 
bringing to the Convention a night of enter- 
tainment long to be remembered, including a 
chorus of sixty, a ballet of forty dancing girls, 
vaudeville teams, singers, etc. 160 talented peo- 
ple take part in the production. 

Convention Dance-—Banquet Hail. 

Burton E. Till and his popular broadcasting 
orchestra. 

FRIDAY MORNING 


Chairmen: Mr, Clark and Mr. McSweeney. 

Report of the Nominating Committee of the 
National Association of Life Underwriters. 

Address: “The Influence of Big Business on 
Life Insurance’—James E. Kavanagh, Second 
Vice-President, Metropolitan Life. 

_ Address: “Hard Headed Sentiment in Sell- 
ing”—J. J. Leddy, London Life. 

Echo from Million Dollar Round Table. 

“Chartered Life Underwriting”; 

Address: “The Financial Value of a Life In- 
surance Education’—by Dr. S. S. Huebner, 
Dean of the American College of Life Under- 
writers. 

Address: “The American College of Life Un- 
derwriters’—by Ernest J. Clark, President of 
the American College. 

“A Plan, That Worked”—Earl G. Manning, 
John Hancock Mutual Life; Charles C. Gilman, 
National Life of Vermont. 

FRIDAY AFTERNOON 


Chairmen: Mr. Whatley and Mr. MacInnes. 

Address: “Institutional Advertising in Can- 
ada”—-J. Weston, Managing Director, Im- 
perial Life. 

Address: “Life Insurance and Economic Prog- 
ress’—Dr. W . Swanson, Professor of Eco- 
nomics, University of Saskatchewan. 

Address: Opportunities in Life Underwriting 
—‘The Past, the Present and the Future”—John 
A. Stevenson, Manager, Penn Mutual Life. 

Address: “Carrying It Home”—Roger B. Hull, 
Managing Director, National Association. 

Report Resolutions Committee. 





ROSES FOR PRESIDENT WESTON 


Lamar Life Fieldmen Are Staging Cam- 
paign in Honor of Invalided 
Executive 

Lamar Life fieldmen have been “say- 
ing it with roses” this week, celebrating 
President’s Week, in honor of President 
H. S. Weston, who has been confined 
to a chair since he was stricken with 
paralysis eleven months ago. The roses 
will be presented to him on August 26, 
his sixty-seventh birthday, and each rose 
will bear the name of the agent and the 
amount of his week’s production. 

Last year Mr. Weston was surprised 
with a birthday party aboard the steam- 
ship South America while the company 
was holding its Floating Convention on 
the Great Lakes, Every candle on the 
cake bore the name and production of 


an agent who produced during the 
birthday contest. 





WM. A. DICKERSON DEAD 





For Several Years Security Mutual 
Cashier Suffered From Paralysis; 
Operation Proved Unsuccessful 
William A, Dickerson, for thirty years 
an executive of the Security Mutual 
Life, is dead. He spent his youth in 
Newark Valley, N. Y., and after an aca- 
demic education he came to Binghamton, 
where he joined the Security Mutual. 
For the first five years he had been cash- 

ier for the company. 

Several years ago he began to suffer 
from an obscure and rare affliction of 
the brain and spinal cord. Paralysis de- 
veloped in one leg; than spread to the 
other. He was taken to Johns Hopkins 
Hospital, Baltimore, and was operated 
upon August 5. 





RUBBING IT IN 


Julius M. Eisendrath, manager of the 
Fifth Avenue office of the Guardian Life 
in New York, writes to Joe Lockwood 
of the Guardian’s Home Office that he 
wore an overcoat all the time he was in 
Holland this month. He went there to 
visit his mother, and will return to New 
York on a ship sailing today. 





JOINS SUN LIFE 


Paul J. Swain of Nutley, New Jersey; 
has joined the agency forces of the 
Newark 
Canada. 


office of the Sun Life of 
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Ohio Reinstates Tax 
Exemption on Trusts 


REVERSES RECENT CPINION 
Ohio Bankers’ Association Said That 
Ruling Was Driving Much Business 


From State 








The question as to whether insurance 
trusts as inheritances are taxable is to- 
day a much discussed subject in the 
courts. Ohio last week reinstated the 
rule of the last ten years that insurance 
trusts are not considered taxable in the 
state. Action was taken by the attorney 
general in co-operation with the state’s 
tax commission. 

Several months ago the attorney gen- 
eral, following a decision in a New Jer- 
sey case, held that proceeds of insurance 
trusts payable to named beneficiaries 
should be taxable as inheritances, re- 
versing the Ohio rule of ten years’ stand- 
ing. The Ohio Bankers’ Association sub- 
mitted briefs and arguments to the tax 
commission and to the attorney general 
that the effect of this new ruling was 
to drive millions of dollars of business 
out of the state because large trust com- 
panies in big cities in other states were 
using the —_— as a means of induc- 
ing men of wealth to establish their 
trusts in those cities. 

In view of the approaching session 
of the state legislature when the entire 
tax structure of Ohio will be considered, 
the Ohio Bankers’ Association requested 
that the original rule of non-taxability 
be allowed to remain until the legislature 
meets, and in order to save Ohio busi- 
ness to that extent the tax commission 
unanimously acted in co-operation with 
the attorney general to hold the ques- 
tion for further consideration so that the 
tax commission will not regard as tax- 
able insurance trusts established in Ohio 
trust companies. 

Attorney General’s Letter 

In his letter to the tax commission the 
attorney general said in part. “It has 
come to my knowledge from many sourc- 
es that holding insurance trusts taxable 
as inheritances has tended to drive mil- 
lions of dollars of business out of Ohio. 
New York and Chicago banks have since 
the rendition of Opinion No. 1675, hold- 
ing such trusts taxable, been using as a 
selling argument to prospective settlors 
the advisability of naming New York 
and Chicago trust companies instead of 
Ohio companies. It is also appreciated 
that the entire tax structure of Ohio is 
upon the point of being revised by the 
incoming state legislature. Further the 
legal question involved is not without 
difficulty and has been variously decided 
by the courts and attorneys general in 
other states. 

“In view of these conditions, the doubt- 
ful legal question involved, the driving 
of business out of Ohio, the ten years’ 
administrative practice under which in- 
Stirance trusts were held non-taxable and 
the prospective revision of Ohio’s entire 
tax structure justifies Ohio, in my opin- 
ion, in acting through its tax commis- 
Sion and the attorney general in sus- 
pending the operation of the protested 
tule until the legislature has time to act. 
Committee of the Ohio Bankers’ Associ- 
ation have assured me that the entire 
matter will be presented for clarification 
to the incoming general assembly.” 


CAMDEN GENERAL AGENT 


W. W. Meehan to Represent United Life 
& Accident of Concord in New 
Jersey City 
The United Life & Accident of Con- 
cord, N. H., has appointed as its general 
agent at Camden, N. J., William W. Mee- 
an, who has been assistant manager: of 
an agency of another company. Mr. 
Meehan was for many years in the con- 
tracting business and entered the life 
insurance field as an agent-in 1928. He 
1S. a native of Philadelphia and was edu- 
cated there and also spent two years 

Studying law in Temple University. 
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Prudential’s Policy 
Loan Insurance Plan 


—_———- 


A -CONSERVATION MEASURE 





Edson B. Gould, Supervisor of Ordinary 
Policy Loans, Explains Working of 
System 





The problem of conserving life insur- 
ance policies against which loans exist 
is one that the companies are especially 
interested in now because of the heavy 
borrowing that was done last fall in con- 
nection with the stock market collapse. 
Recently The Eastern Underwriter print- 
ed a letter from E. H. Hornbostel advo- 
cating that when loans are made the 
company make the suggestion to the pol- 
icyholder that additional insurance to the 
amount of the loan be taken out, thus 
assuring the original protection. 

Edson B. Gould, supervisor of Ordinary 
policy loans for The Prudential, com- 
menting on Mr. Hornbostel’s letter says: 
“Mr. Hornbostel’s idea is not new as 
many agents have made it a practice to 
write’ new policies to the extent of the 
amount of loan on the lives of their cli- 
ents who borrow. However, The Pru- 
dential Insurance Co., having in mind the 


interest of its policyholders, has devised 
a ‘Loan Insurance’ plan which has been 
in operation since September, 1925. At- 
tached to each loan certificate is an appli- 
cation for Loan Insurance and under the 
space on the certificate for the insured’s 
signature is a request to ‘Read Opposite 
Page.’ The opposite page is the appli- 
cation for Loan Insurance with a note 
of explanation at the top. The amount 
of insurance must agree with the amount 
of loan and can be applied for only at 
the time loan is applied for and if the 
amount is not less than fifty dollars nor 
more than ten thousand dollars. 

“These policies are issued on the Ten 
Year Renewable Term plan. No medi- 
cal examinations are required for the 
small amounts. The company economized 
in every way possible to permit of the 
issuance of this insurance at low rates. 
The initial premium, from the date of ap- 
proval to the next anniversary of the 
policy on which the loan is made, which 
conforms with the annual interest date, 
is deducted from the loan. 

“As the loan is reduced, the loan in- 
surance is correspondingly reduced, the 
insured being allowed credit for any por- 
tion of the premium which is unearned 
at the time. Should the loan become can- 
celed before the expiration of the peri- 
od for which the loan insurance premi- 
um has been paid, the insurance is can- 
celed and the unearned portion of the 
premium is returned.” 


When Policy May Be Used 


The conditions as stated in The Pru- 
dential policy follow: : 

Every insured person applying for a policy 
loan should be advised of the loan insurance 
feature. If the amount of the loan certificate 
is $50 or more, not exceeding $10,000, applica- 
tion for loan insurance may be made. Whether 
the insured applies for the loan insurance or 
not, the application for loan insurance must 
not be detached from the loan certificate. ” If 
loan insurance is wanted, care must be exer- 
cised to have the application completed in all 
respects. Any representative may witness the 
signature of the applicant to the loan insurance 
application. 

In the case of loans in excess of $500, the 
rules applying to additional insurance without 
medical examination when applied for within 
twelve months from date of full medical exami- 
nation in connection with any previous policy 
issued, will also apply to loam insurance. _ 

A medical examination will ‘not be required 
for any amount up to and including $500, except 
in the states mentioned on the opposite page. 
In these states medical certificate of health 
(Form 6713) will be accepted for an amount 
up to and including $500. 

The medical examination for loan insurance 
must be paid for by the policyholder. i 

Note:—Amount of application for loam in- - 
surance must, in every case, agree with the 
amount of loan certificate. 

Initial premium must not be collected when 
application is “completed as it will be deducted 
from the amount of loan when loan is approved. 
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and serious complica- 
tions following certain illnesses. 
Weakened hearts, kidneys, 
lungs, defective hearing or eye- 
sight and other physical impair- 
ments may be the Sequelae of 
many diseases. 


There is a homely old expres- 
sion, “not out of the woods 
yet”, which fairly describes the 
condition of a patient who has 
successfully passed the crisis 
of a serious illness. 


Your doctor will tell you that 
sometimes the Sequelae, or 
after-effects, are more to be 
dreaded than the disease from 
which you are apparently 


EQUELAE” (seh-kwee lee) is the doctor’s 
word for the whole range of consequences 





Send this \ coupon today 
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Metropolitan Life Insurance Co. Dept. 8-EU-O 
1 Madison Ave., New York City 


Please send free booklet (or booklets) checked below: 
C1] Diphtheria 


(] Typhoid Fever C1 Measles 
(1 Scarlet Fever (] Rheumatism 
] Tonsils and Adenoids Lj Colds 


Name 


—— ~ \a= 


(1 Whooping Cough 





Street Address ....... 








City 

















COLDS break ground for pneumonia, influ- 
enza, or tuberculosis. Deafness, sinus in- 
fection, or chronic rheumatism, or a weak- 
ened heart may follow an ordinary cold. 


TYPHOID FEVER leaves the patient more 
susceptible to other diseases and sometimes 
affects the heart and gall-bladder. 


DIPHTHERIA may injure the heart danger- 
ously or cause paralysis. 


MEASLES may be followed by pneumonia, 
kidney trouble, loss of sight or hearing. 


WHOOPING COUGH may be followed by 


pneumonia or tuberculosis. 


TONSILAR INFECTION may be followed 
by rheumatic fever or heart trouble. 


SCARLET FEVER may affect the heart, kid- 


neys or ears. 


RHEUMATIC FEVER often seriously injures 
the heart. 














State 





recovering. Don’t think him an alarmist if his orders 
are strict about not getting up from bed too 


soon, or if he makes a thor- 
ough physical examination 
after you think you are en 
tirely well. 


The Metropolitan health 
booklets tell in plain language 
how some of the Sequelae of 
diseases may be avoided. If 
anyone in your family is suffer- 
ing or recovering from one of 
the diseases which may leave 
serious after-effects, send for 
the Metropolitan’s booklet 
concerning it and learn just 
what you should know about 
the possible Sequelae. Address 
Booklet Dept. 8EU-O and 
name the booklet you want. It 
will be mailed free. 


METROPOLITAN LIFE INSURANCE COMPANY 


One Mapison Ave., New York, N. Y: 


Freperick H. Ecker, PRESIDENT 
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British Savings Plan 
Like Group Coverage 


USE CONTRIBUTORY 


SYSTEM 





Employes Purchase National Savings 
Certificates and Employer Insures 
Liability With Company 





The scheme of using life insurance 
combined with the purchase of National 
Savings Certificates evolved by the Brit- 
ish National Savings Association in con- 
junction with the life offices of the 
United Kingdom has already been adopt- 
ed by a number of concerns employing 
large bodies of labor, and it appears like- 
ly to achieve a decided measure of suc- 
cess. 

Whether utilized merely as a means 
of saving or incorporated into a pension 
scheme—for which purpose it has the 
attraction from the employer’s point of 
view that the cost to him may be just 
as much as he decides that he can afford 
—the scheme is an incentive to thrift 
and assures the provision of a definite 
sum at a cost much less than that at 
which the individual could secure it. 

How the Plan Is Used 

The basis of the scheme is that em- 
ployes, grouped together in a savings 
association, should each contract to save 








WRITE “CHIC” SALE 





Ryan & Graves, Albany, Feature Policy 
of “The Specialist” in Large 
Ad in That City 

Ryan & Graves, Inc., Albany, have 
written a policy on the life of “Chic” 
Sale, the vaudeville actor, newspaper 
syndicate writer and author of the book, 
“The Specialist.” An ad of nearly a page 
in the Knickerbocker “Press” and AlI- 
bany “Evening News” was used by Ryan 
& Graves in featuring the sale of this 
policy. 


a certain sum, at the rate of so much 
per week, for fifteen years. A shilling 
a week, for example, will amount at the 
end of. that period to £50; and the con- 
tribution may be any multiple of 6d up 
to 4s a week. The employer for his 
part undertakes to make good on death 
within the period the amount by which 
accumulations to the date of death fall 
short of the contracted sum; and in- 
sures his liability with a life company. 
The amount of risk, and the premium 
that he has to pay, decrease year by 
year, until at the close of fifteen years 
they are extinguished. The cost during 
the first year may be expected to range 
between 13s per cent. and 15s per cent. 
of the initial amount at risk for a staff 
with an average age distribution, and 
the employer can if he so desires pur- 
chase certificates for his employes pro- 
portionately to their contributions. 





AETNA LIFE FIGURES 





Insurance in Force Now $3,936,428,185; 
Company Expects To Hit $4,000,- 
000,000 In 1930 

Aetna Life in the first six months of 
the current year increased its insurance 
in force $146,478,978 and in the fiscal year 
as reported to the state of Georgia in- 
creased insurance in force $172,877,628 
to $3,936,428,185. The company’s surplus 
of $32,451,483 was down approximately 
$2,000,000 because of the heavy increase 
in the volume of new business written, 
necessitating the setting up of unusually 
large reserves. Company assets increased 
about $12,000,000 in the first half of the 
year, and more than $25,000,000 in the 
last fiscal year. 

The Hartford company expects to 
reach the $4,000,000,000 mark in insur- 
ance in force this year. Income for the 
first half of this year was $63,854,966 
compared with $64,376,507 for the corre- 
sponding period last year. Disburse- 
ments were $54,274,969 and compared 
with $52,985,405 for the first half of last 


year. 


Security Life Takes 
Over Reinsurance Co. 


STOCKHOLDERS APPROVE MOVE 





Will Be Maintained as Remsurance Di- 
vision of Security Under Same 
Personnel 





Stockholders of the Reinsurance Life 
Co. of America at a special meeting held 
in Chicago last week at which 85% of 
the outstanding stock was represented, 
voted unanimously to accept the reinsur- 
ance offer made by the Security Life of 
America. Contracts were signed on Sat- 
urday morning and have been sent to the 
department of insurance for approval. 

The Security, which is a Virginia cor- 
poration having its executive offices in 
Chicago, guaranteed the Reinsurance 
Life stockholders $137.50 a share for each 
of the 10,000 shares outstanding, or a 
guaranteed purchase price of $1,375,000. 
This sum will be paid upon liquidation 
of the company’s assets after reinsurance 
of its business in the Security Life. 

It is the intention of the Security to 
maintain the Reinsurance Life as the re- 
insurance division of the Security under 
the management of its present person- 
nel. 

As a result of this deal the Security 
will have insurance in force in excess of 
$130,000,000. The Reinsurance on Decem- 
ber 31 had insurance in force totaling 
$65,687,690 and the Security had $64,378,- 
924. Each company has capital of $500,- 
000 and surplus in excess of $500,000. 
On December 31 the Reinsurance report- 
ed assets totaling $1,945,917 and the Se- 
curity had assets totaling $9,410,627. 

The Security now is under the con- 
trol of a group headed by Machir J. 
Dorsey of Hammond, Ind., who is presi- 
dent of the Security and also of the 
Northern States Life of Hammond. The 
Reinsurance Life formerly was an Iowa 
corporation but moved its headquarters 
to Chicago last year when it was con- 
verted to an Illinois corporation. 
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FINAL CLEARANCE SALE 


A small stock of very choice shades of FEAR left! 


Last spring when the market was flooded, we ordered a limited 
supply of Blue, Brown and Pink Fear, all of which we now offer at 
a bargain in the basement. There are a few remnants particularly 


of Brown and Pink, all the Blue is gone. 


VISIT OUR MAIN FLOOR FOR NEW FALL STOCK 
OF ENTHUSIASM and “FULL STEAM OF DETERMINA- 


TION” to “KICK GOAL” for substantial increase over 1929. 


J. ELLIOTT HALL AGENCY 


Penn Mutual Life Insurance Company 
New York 


50 Church Street 
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WESTERN & SOUTHERN CHANGES 
F. C. Sutton has been made superin- 
tendent of the Warren, Ohio, district for 


HAIGHT, DAVIS & HAIGHT, Inc. 








Consulting Actuaries 
= the Western & Southern Life, where he FRANK J. HAIGHT, President 
GETTERS — has been assistant superintendent. He INDIANAPOLIS 
y= af) succeeds E. D. Porter, now in charge Omaha Kansas City 
ae of the New Castle, Pa., district. 











Practical Suggestions to He 


ip the Man With the Rate 





Book Increase His Income and General Effickency 


A good tip was 


Where 1930 given by Samuel B. 
Business Love, Virginia man- 
Should Be ager for the Mutual 


Life of New York, 
when lecturing before the class in eco- 
nomics at the summer session of the 
University of Virginia the other day. 

Mr. Love pointed out that it is a hope- 
ful indication for life insurance agents 
that $11,000,000 is being expended by 
the government and public utilities dur- 
ing the current year. “This expenditure 
of money,” he said, “will be distributed 
among a great many different industries 
—iron, steel, stone, lumber, slate, hollow 
tile, terra cotta, cement, glass, brass 
roofing materials, paint, varnish and all 
complex and varied accessories of mod- 
ern business.” 


ee % 
Lapses are always 
On a problem for some 
Reducing life agents; they just 
Lapses seem to have the 


knack of writing bus- 
iness that they are unable to keep on 
the books. In most cases they have no 
definite methods that will assure con- 
servation, or else they fail to apply these 
methods sensibly. 

“West Coast Pioneer” offers some par- 
ticularly practical suggestions for reduc- 
ing the lapse rate: 

1. Emphasize the fact that the con- 
tract cannot be duplicated because pre- 
miums increase with age. 

2. Suggest change in manner of pay- 
ing premiums. 

3. Look for possible changed busi- 
ness or family conditions which may call 
for change in amount, beneficiary or 
methods of paying proceeds. 

4. Endeavor to have the wife pres- 
ent during conferences with policyholder. 


5. Describe in plainest language three 
or four policy conditions, the understand- 
ing of which may prompt policyholder 
to realize that he is losing a valuable 
contract. 

6. Show possibility of health-impair- 
ment at time policyholder concludes to 
revive old or buy new insurance. 


7. Ask policyholder in presence of 

wife, if protection is not as greatly need- 
- ed today as when purchased. 

8. Call attention to the possibility of 
total and permanent disability, in which 
event the company will assure premium 
payments plus a monthly income if pol- 
icy is in force, and the probability of 
disability to increase the age. 


9. Suggest a plan which will enable 
the family to set aside each month 
(budget fashion) one-twelfth of the an- 
nual premium. 

10. Show how the value of the policy 
increases with the payment of subsequent 
premiums. 

11. If home is mortgaged, show that 
the policy may be the only thing that 
stands between its preservation and fore- 
closure. 


A clever method of 


Using selling the prospect 
Reverse the medical examina- 
English tion idea by the use 


of “reverse English” 
is suggested by Theodore M. Riehle in 
a recent issue of “Equitable Agency 
Items.” 

“Mr. Jones, when you buy life insur- 
ance the company selects you. As you 
know, thousands are declined every year. 
When you buy an annuity a medical ex- 
amination is not required and there- 
fore in effect you select the company. 
The purchase of an annuity would not 
be wise on your part if you are not 
in good health. Therefore I would sug- 
gest that you have yourself medically 
appraised because then you will be in a 
position to decide whether or not the 
purchase of an annuity would be advan- 
tageous. 

“I will be glad to have our medical 
appraiser stop in tomorrow morning at 
10 o’clock to okay you.” 

Mr. Riehle says that if the prospect 
doesn’t say “no” it means “yes.” Assume 
consent and arrange the appointment. If 
the man is okay physically he has a 
choice of life insurance or annuity. If 
he is not okay it is well for him to know 
it. The above applies to annual premi- 
um retirement annuities particularly. 

ea, Fue 

Have you ever 
Be Thankful stopped to think how 
For essential resistance is 
Resistance to progress and ac- 
complishment ? ~So 
says C. W. Ledgerwood, Lake Superior 
branch agent of the New York Life, who 
adds—be thankful for resistance; use it 

to push yourself forward. 

The importance of resistance is every- 
where and in all things apparent. It’s 
the resistance of the water against the 
propeller that makes navigation possible. 
It’s the resistance of the steel rails 


against the wheels of the great Mogul 


Engines that makes it possible for the 
transportation of millions of tons of 
freight and passengers. It’s the resist- 
ance of the air against the propeller that 
makes possible the flight of the aero- 
plane; the resistance of the road bed 
to the rubber tires of our automobiles 
that is essential for our rapid means of 
transportation. 

Without resistance there would be no 
fun in our business. Take out the sport 
of getting the name on the dotted line 
and 80% of the thing we call business 
would be missing. The contest is what 
makes it interesting to us all and the 
glory of being victorious often means as 
much as the remuneration represented 
by our commission checks. 

Get acquainted with the various dis- 
guised forms of resistance encountered 
and be prepared to use them, as well as 
those that are evident, as a means of 
propulsion. Use them as a stepping 


stone to the signature. Learn to con- 
sider resistance as a necessity to a suc- 
cessful termination to an interview. 





660. should be remiss in a great obli- 
gation if we failed to provide our agents 
with means of gaining personal financial 
independence! 99 

For full information gl 

Superintendent of Agencies 
111 North Broad Street, Philadelphia, Pa. 
PHILADELPHIA LIFE 
INSURANCE COMPANY 


Ain INTERESTING COMMENT ON OUR 
NEW SALES PROGRAM FROM PRESIDENT 
CLIFTON MALONEY: 

















Over 117,000,000 Dollars in Force 


THE COLONIAL LIFE INSURANCE CO. 


Of America 
New Business 1929 
$34,302,551 


All Claims Paid Promptly Industrial in Force 
January 1, 1930. 


Policy Holders Pleased $93,782,760 
Ordinary Exceeds 23,000,000 Dollars 


HOME OFFICE—JERSEY CITY, NEW JERSEY 
“A Good Company to Represent’ "Represent A Good Company” 














FRIENDLY COOPERATION | 


A Good Company with which to Work 
Personal Attention to Agent’s Problems 
Paid-for New Insurance advanced 30% in 1929 
Standard Policies—Strong Assets 
Conservative Investments 


Established 1848 


Union Mutual Life Insurance Company 
Portland, Maine 























The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes 

care of him. Life insurance field work is a business, and subject 

to the principles of general business. Those who achieve in this 
work are those who give it their undivided and full thought and effort. 
Isn’t this merely natural and logical? 


Life insurance field work under satisfying conditions is a career 
giving opportunity for achievement and profit according to ability and 
undivided effort. THE Mutuat Lire INsuRANcE Company oF New York 
affords such conditions to its field workers. Life insurance in all stand- 
ard forms, annuities, disability and double indemnity benefits, prompt 
and equitable dealings, and facilities for serving policyholders in 
practical ways combine to make its agency force successful. 


Earnest-minded men and women of character and ability contem- 
plating a career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON GEORGE K. SARGENT 
President ond Vice-President 
Manager of Agencies 
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Ontario Department 
Issues 1929 Report 


BUSINESS SHOWS 11% INCREASE 





Forty-five Life Companies Licensed at 
Close of Year in Canadian 
Province 





New life insurance in the province of 
Ontario, Canada, issued during the year 
1929 amounted to more than $493,000,000, 
an increase of approximately 11% over 
1928, according to the fifty-first annual 
Ontario report published recently by R. 
Leighton Foster, superintendent of insur- 
ance of Ontario. Total insurance in force 
in Ontario at the end of 1929 was $2,542,- 
528,235, representing also an increase of 
11% over the previous year. 

Forty-five companies were licensed at 
the close of the year to transact life 
insurance; two less than at the end of 
1928, the Equity Life and the Common- 
wealth Life and Accident having rein- 
sured in or amalgamated with other 
companies during the year, leaving a to- 
tal of thirty-five joint stock companies 
and ten mutuals. The premium income 
on Ontario business amounted to over 
$80,000,000, an increase of 10% over 1928. 

Disbursements to Ontario policyhold- 
ers amounted to more than $45,000,000, 
an increase of 26.1% over the previous 
year. A comparative summary of pre- 
mium income and disbursements for 1928 
and 1929 is given below: - 
1929 1928 








Net Premium Income: 
Assurances: 
OFGIEEG) cet cces $60,490,724 $55,362,598 
pr) 17,258,137 15,502,213 
ROG os ei seine 1,787,876 1,427,044 
po. Sa ee 1,072,794 770,896 
SOME ce tieeccee< $80,609,532 $73,062,752 
Disbursements to Policyholders: 
Death claims ...... $15,706,152 $11,197,681 
Matured endowments 4,468,120 3,854,452 
Surrender values.... 11,551,352 9,341,074 
DUGG 66k 0 ec aces 13,013,884 11,048,308 
Other payments..... 867,537 730,432 
"RGU | xaliae.c-ta6s $45,607,047 $36,171,950 


Fraternal Societies 

Thirty-seven fraternal societies held li- 
censes at the end of the year to trans- 
act life insurance in the province. This 
number includes seven municipal pension 
fund societies, which, although author- 
ized to pay death benefits, do not issue 
mortuary certificates. Twenty-three are 
also authorized to grant sick or funeral 
benefits. The premium income and dis- 
bursements respecting Ontario business 
for 1929, according to class of fund, are 
as follows: 





Premiums 
j (incl. dues) Disbursem’ts 
Mortuary Fund........ $3,055,525 $2,993,376 
Sick and Funeral Funds 241,675 228,067 
Expense Fun 2.0.00 251,557 209,561 
Othet’ MBG: ie cadiaves 341,142 210,622 
FORE SAErca cee $3,889,901 $3,641,627 


The amount of mortuary certificates 
in force at the close of 1929 was $108,- 
506,054, which represents a decrease of 
more than $12,500,000, of which approxi- 
mately $10,500,000 was business of the 
Oddfellows’ Relief Association, which 
was reincorporated during the year as 
a mutual life company. 





RELIANCE LIFE ELECTIONS 





William J. Snodgrass Made Treasurer 
and Alan D. Reynolds Assistant 
Treasurer; James B. Haines Director 
Reliance Life of Pittsburgh last week 

elected two officers and a director to 

fill vacancies caused by the death of 

George C. Moore. William J. Snodgrass, 

for twenty-seven years assistant treas- 

urer of the company, was advanced to 
treasurer, while his previous post was 
filled by Alan D. Reynolds, who has been 
with the Farmers Deposit National Bank. 
James B. Haines, Jr., was elected a 
director. Until he retired a year ago 

Mr. Haines was president of James B. 

Haines & Sons of Pittsburgh. Mr. 
aines, who is on the board of many 


corporations, is a director of the Na-. 


tional Union Fire and the National Union 
Indemnity. 

















Hearsay evidence 
... Like August oysters 


News, when exaggerated, is like an oyster out of season—inno- 
cent-looking, delightfully palatable and eaten with the same ease as a 
seasonable one. Yet, in due time, the resultant after-agonies apprise 
us of the fact that we have been deceived—our discomfort is decidedly 
more. intense than the pleasure we had in the eating. 


A similar discomfort overcomes us when, listening to a fourth- 
hand version of an automobile accident, we find ourselves repeating 
the exaggerated details to one who was an eye-witness. It was hearsay 
that several were killed but our informer had magnified the report 
considerably. There was only one man in the car who was slightly 
cut by flying glass. 


Thus we live and learn not to take too much stock in hearsay 
reports. And the rule applies to business as well as to more spectac- 
ular forms of news. Recently we have come in contact with a good 
deal of hearsay evidence regarding the alleged business depression. 
Life Underwriters have refused to grow excited and with more than 
ordinary enthusiasm have gone forward to show that business is good 
if you go out after it. 


In June—gloom scattered like morning mist. Increased activity 
was noted by all Life Insurance companies. June was the largest 
month in the history of the Union Central. Depreciators blamed the 
desire of policyholders to obtain the old disability clause but the records 
made in July knocked their claims into a cocked hat. 


July—the month known for unusual slackness, emphasized this 
year by business pessimism—terrific heat and drought sending the 
public scurrying prematurely on its annual exodus to vacation resorts 
—July was a record month. The Field men of the Union Central 
shared in establishing an alltime record with a 30 per cent increase 
in business and a 32 per cent increase in applications. 


Two consecutive record months have exploded the rumors of the 
seriousness of this business slump as it affects life insurance. Every 
Life Underwriter, in the face of this brilliant showing, is eager to 


continue. Regardless of conditions in other lines, our business is good, 
and going to be better. 


THE UNION CENTRAL LIFE 


INSURANCE COMPANY 


OF CINCINNATI 


‘More Than 1,600 Millions in Force 
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Actuaries Study 
Flying Hazards 


PASSENGER FATALITY RATE 





Committee of Actuarial Society of 
America Finds Safety Depends 
On Pilot’s Experience 





The Actuarial Society of America has 
compiled aviation statistics which show 
that passengers in airplanes piloted by 
licensed aviators with 400 or more hours 
of experience in the air are not as like- 
ly to figure in accidents as are persons 
riding with pilots with less experience. 

Last year the death rate among pilots 
holding a department of commerce li- 
cense of the highest or transport type 
was 79 per thousand among aviators hav- 
ing less than 400 hours of flying, while 
the rate was only 29 per thousand, or 
63% less, among those with at least 400 
hours in the air. Strange as it may 
seem, the committee responsible for the 
report, consisting of J. E. Hoskins, as- 
sistant actuary of the Travelers Insur- 
ance Company, and H. R. Bassford, as- 
sistant actuary of the Metropolitan Life 
Insurance Company, found comparative- 
ly little improvement in the death rate 
of pilots having more than 400 hours’ 
air experience. 

Comparing airway travel with that on 
railways, the report points out that while 
the passenger death rate on railroads is 
approximately one per 300,000,000 pas- 
senger miles, the fatality rate in airway 
travel is approximately one per 1,250,000 
passenger miles. This comparison indi- 
cates that airway travel, in accordance 
with the experience tabulated by the 
committee for 1929, was more than 200 
times as hazardous as railway passen- 
ger service. Comparison with automo- 
bile and steamship travel was impossible 
because of the lack of statistics, it was 
reported. 


Deaths One in 5,000 on Regular Routes 

Even though passenger travel by air 
is shown to be far more dangerous than 
by rail, it is disclosed in the report 
that the death rate of aviation passen- 
gers is only one per 5,000 persons car- 
ried on schedule air lines during the 
period from January 1927 through March 
of this year. 

Since the safety of passengers in large 
measure depends on the experience of 
pilots, much attention is paid in the re- 
port to the death rate among pilots of 
various classifications. While aviators 
holding department of commerce licenses 
of the transport class suffered a death 
rate as a general group of 34 per thou- 
sand, pilots flying more than 400 hours 
a year had the lowest rate in the trans- 
port class. 

The death rate was around 50 a thou- 
sand among aviators flying on scheduled 
lines, with little difference observable 
between those on lines carrying passen- 
gers only and those on lines carrying 
mail. This higher death rate is probably 
due to the necessity of making schedule 
regardless of weather. Although definite 
figures were not available on pilots giv- 
ing student instruction, the opinion is 
expressed that their hazard is not un- 
usually great. 

That the number of miles covered by 
aircraft has an important bearing on the 
death rate among passengers is indicated 
by the records which show in non-sched- 
uled commercial flying, consisting chiefly 
of short hops but with some cross-coun- 
try taxi service, that the fatality rate 
among passengers was about two per 
100,000 persons carried. This experience 
indicates that in scheduled flying the 
death rate among passengers is about 
ten times what it is in non-scheduled 
commercial flying, where the duration of 
such flights is much shorter. 

The experience gathered on United 
States Army and Navy pilots indicates 
that Army and Navy regulations and 
discipline have helped to promote safety 
in the air, because the death rate of such 
pilots is much lower in the fiscal year 
ending June 30, 1929, than in the best 


class of commercial aviators, and this 
despite the stunt and formation flying 
engaged in by service flyers. The death 
rate of commissioned airplane pilots in 
the Army was eight per thousand and 
in the Navy 10 per thousand. 





“RED FEATHER CLUB” 





Novel Production Club Is Formed by 
Research & Review Bureau 
for Agents 

The “Red Feather Club,” a most un- 
usual production club, began operations 
on Monday of this week. The club is 
made up of 104 agents, from 104 dif- 
ferent agencies, representative of fifty- 
two companies. The purpose of the club 
is to see how far each member and the 
club as a whole can go forward in pro- 
duction under the Educational Sales 
Course and Field System of the Insur- 
ance Research & Review Service. 

The next twelve weeks will be divided 
into a two weeks “warming up” period 
that will end September 1, and a ten 
weeks “push.” An Eastman moving pic- 
ture camera will be awarded to the mem- 
ber of the club who secures the best 
“all-around” record for the last ten 
weeks. There will be a special effort 
contest each week, with special prizes 
and awards. Three Kit Books will be 
given to agents who make the best rec- 
ords during the first two weeks, one to 
the agent making the best record in a 
city over 100,000, one in a city under 
100,000, and the agent with under a year 
of life insurance experience who makes 
the best record in his class. 





WITH UNITED LIFE 


The United Life & Accident of Con- 
cord has appointed as actuarial assist- 
ant in the home office Douglas Whiting, 
a graduate of the University of Michigan, 
class of 1929, who specialized in mathe- 
matics and did graduate work in the 
same subject. 





1851 


BERKSHIRE LIFE INSURANCE COMPANY is justly 
proud of its record for past year. 
The marked gain of insurance in force has resulted principally 
from the success and efforts of its loyal field force. 
New policy contracts—keeping pace with public demand. 
“ASK ANY BERKSHIRE AGENT.” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 


1930 








Triangle 3835-6-7 





THEY MUST SAY YES 
TO THIS REAL FAMILY PROTECTION POLICY 


$1,000 POLICY GUARANTEES AT DEATH 


$10.00 per month (12% a year) for a maximum of 20 years; then face 
amount, $1,000 in cash. 


Rates only a trifle higher than Ordinary Life 
Investigate Our Sales Plan, Advertising and Special Service 


SACKERMAN & LEWIS 
General Agents for 


GREATER NEW YORK 
Massachusetts Mutual Life Insurance Company 
16 Court Street, Brooklyn, N. Y. 








COMMITTEE OF PRESIDENTS 





Thomas I. Parkinson of Equitable So- 
ciety to Head Presidents’ Association 

Group at American Life Convention 
The Association of Life Insurance 
Presidents will be officially represented 
at the twenty-fifth annual meeting of 
the American Life Convention, to be 
held at Chicago October 1 to 3, by the 
following special committee: 

Thomas I. Parkinson, president, Equi- 
table Life Assurance Society; Bradford 
H. Walker, president, Life Insurance 


Co. of Virginia; Wilbur H. Pierson, third 
vice-president, New York Life; Alfred 
G. Hann, actuary, Pacific Mutual Life. 





ing period a year ago. 


50 UNION SQUARE 





20.8% Increase 


The steady growth which The Guardian has 
experienced in recent years continues at an accel- 
erated pace in 1930. During the first six months 
of this year, Guardian Fieldmen produced 20.8% 


more new paid-for business than in the correspond- 


Production in June, 1930, was the greatest for 
any month in the seventy years during which The 


Guardian has been in business. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


- NEW YORK CITY 


‘left for a vacation in Canada 








HOLD GROUP ASS’N MEETING 





Disability Payment Practices and Ad- 
justment of Rates Before Company 
Gathering in Montreal 
The Group Life Association met in 
Montreal on Tuesday and Wednesday 
of this week and considered a number 
of important matters that have been un- 
der informal discussion among members 

for some time. 

The question of practice .in making 

disability payments was among. these 
matters. Some companies follow a prac- 
tice of making lump sum payments for 
group disability under total disability 
claims and others make it a rule to 
have a waiting period of as much as six 
months. It is argued by the former 
group of companies that as the pay- 
ments on account of total disability are 
presumably for life, there need be no 
hurry in establishing the total and per- 
mament disability. It is suggested that 
a uniform practice of having a waiting 
period of sufficient length to establish 
the total and permanent disability be 
adopted. 
_ Another matter considered was the ad- 
justment of rates on the different busi- 
ness groups. It has been found, for 
instance, that groups in the steel indus- 
try have not been profitable and the 
plan proposed is to adjust rates between 
groups on an equitable basis. 





ON CANADIAN TOUR 
Ernest C. Hoy, general manager of 
the Newark office of the Sun Life of 
Canada, left on Thursday for a tour of 
several Canadian towns, after which he 
will go to the annual convention of the 
company, which will be held early in 
September at Jaspar Park Lodge, Can- 
ada. He was accompanied by Mr. and 
Mrs. Fred Merseles, Mr. Merseles being 

a member of the Newark agency. 





JOHN R. ROTE HONORED 

John R. Rote, for many years con- 
nected with the Harrisburg (Pa.) agency 
of the Equitable Life Assurance Society, 
was felicitated by a large group of 
friends last week on his eightieth birth- 
day. Among the gifts was $100 in gold 
from members of the Harrisburg agency. 





W. A. WHITE ON VACATION 
William A. White, New Jersey state 
agent for the John Hancock Mutual 
Life with headquarters in = ges 
ile 


there he will be the guest of Dr. Leon- 
ard H. Smith of East Orange, who has 
a summer home at Gananoque, Canada, 
along the St. Lawrence river. 
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Darby A. Day To Retire 
From Life Insurance 


MANAGER OF UNION CENTRAL 





Chicago Man Will Devote All Time to 
Casualty and Fire Organization 


of Which He Is Head 





Darby A. Day, one of the country’s 
outstanding general agents, a leader in 
production in Chicago for years, has re- 
tired from life insurance production 
in order to devote all of his time to the 
Darby A. Day fleet of companies in cas- 
ualty and fire insurance which he has 
organized or of which he and jmcereals 





DARBY A. DAY 


allied with him are in control. He re- 
signs the general agency of the Union 
Central, asking to be relieved of duties 
not later than October 1. F 

Mr. Day started as a salesman for the 
Mutual Life of New York at Phoenix, 
Ariz., in 1900 and soon had established 
a name for himself as a salesman. He 
then was transferred to Albuquerque as 
manager for New Mexico and four years 
later to El Paso as manager for the 
same company. Following the life in- 
surance investigation of 1906, Mr. Day 
was called to the Southern district of 
the company to aid in reorganization 
there as agency supervisor and subse- 
quently was transferred to the central 
district with headquarters in Chicago. 
Early in 1911 he was established as man- 
ager of the Mutual Life’s Chicago office. 

When he assumed charge of the Chi- 
cago agency it was producing less than 
$5,000,000 of business annually, but dur- 
ing the course of his administration this 
figure was raised to $40,000,000 annually. 
After twenty-five years connection with 
the Mutual Life, Mr. Day decided to 
retire and went to California, but he 
remained out of life insurance work less 
than one year, for then he was appointed 
te manager for the Union Central 

ife, 


The agency had been producing ap- 
Proximately $6,000,000 of business an- 
nually, but during Mr. Day’s first year 
this was increased to more than $15,- 
000,000 and in 1928 the production was 
Pushed to more than $19,000,000, and 
Steady gains have been made since. 

_ Artistic and Elaborate Office 

His offices in Chicago have been the 
Most elaborate and interesting life in- 
surance production quarters in the city 
and columns have been written about 
them. His own private office is a com- 
‘mation of cathedral and drawing room 
man English country house and includes 
a most up-to-date features of the of- 
sid, of an American top executive. Out- 
< are rooms which producers occupy, 

€ best rooms and the most space go- 


(Continued on Page 34) 
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Ree e ERIS RO RLE RS 


| \\N ARCHITECTURAL LANDMARK OF 
DIGNITY AND BEAUTY, this building is 
primarily an ideal workshop. The Com- 
pany’s 3,800 employees enjoy the maximum 


of good air, sunlight and quiet possible in the intense 
life of Manhattan, as well as 20th Century utilities and 
conveniences that multiply human efficiency in the 
day’s work. 


Pi 


New York Life Insurance Company 
MADISON SQUARE, NEW YORK, N. Y. 


Darwin P. Kingsley, President 
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R. G. Engelsman Resigns 
From N. Y. University 


TRAINER OF MANY STUDENTS 





General Agency Growing and He Will 
Devote More Time to It; Continues on 
Underwriters’ Educational Committee 





E. J. Sisley, chairman of the N. Y. 
University Life Insurance Training 
Course Committee, announces with re- 
gret that he has accepted the resigna- 
tion of Ralph G. Engelsman from the 
training course, effective September 5. 
The reasons for the resignation are 
given in this letter to Mr. Sisley: 

“In September, 1924, Griffin M. Love- 
lace, then director of the N. Y. U. course, 
asked me to serve on his faculty as lec- 
turer on life insurance. Since then, as 
you know, I have continued, both as a 
lecturer, co-director on the educational 
committee and in every capacity that I 
possibly could serve the course. In 1928 
I was made general agent for the Penn 
Mutual. Despite the fact that I was 
trying to build the agency from scratch 
I felt it my privilege and duty to con- 
tinue at N. Y. U., and I have done so for 
the last two years. However, now that 
my agency is growing and taking more 
of my time, it is practically a physical 
impossibility to continue conscientiously 
my work at the university. 

“It has been a real pleasure to have 
served those last six years and what- 
ever has been accomplished and the 
friends I have made have meant a great 
deal to me. It is, therefore, with keen 
regret that I tender my resignation to 
take effect September 5, 1930. If such 
is your desire, I shall be glad to con- 
tinue on the educational committee or 
to help with any future activities of the 
N. Y. U. life insurance training course.” 

A Tribute From Mr. Sisley 

Speaking for the committee, Mr. Sis- 
ley said that the resignation is a dis- 
tinct loss to the training course and that 
Mr. Engelsman’s presence in the dif- 
ferent classes will be missed. The com- 
mittee will shortly announce additions to 
the faculty which it is hoped will repair 
the gap left by the resignation. Mr. 
Engelsman leaves the university with the 
best wishes of his many friends on the 
committee and in the school. In addi- 
tion to his N. Y. U. activities, Mr. En- 
glesman has taught or lectured in more 
than forty cities in this country and 
Canada. About 3,000 students have been 
partially trained by him. 





GENERAL DAWES TO SPEAK 





American Life Convention Meeting in 
Chicago to Hear Many Leaders in 
Insurance and Finance 
General Rufus G. Dawes will be one 
of the speakers at the opening of the 
annual meeting of the American Life 
Convention at Chicago during the week 
of September. 29 to October 3. Men 
prominent in the insurance and finan- 
cial world have been secured for the 
program by the committee headed by 
Colonel C. B. Robbins, president, Cedar 

Rapids Life. 

Judge Byron K. Elliott, manager and 
general counsel of the convention, will 
make his first report at this meeting. 
The legal section will meet the first two 
days followed by the convention proper. 





MANAGERS’ MEET SCHEDULED 

A feature of the Fourth International 
Convention of the National Association 
of Life Underwriters will be a special 
managers’ session on the evening of Sep- 
tember 24 which will be presided over: 
by John Marshall Holcombe of the Bu- 
reau of Sales Research. 





CINCINNATI COURSE 
The Cincinnati Life Underwriters As- 
sociation is sponsoring the Charles J. 
Rockwell course of life insurance. 
Classes begin September 30. 
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L. A. LINCOLN AND BRIDE SAIL 





Vice President of Metropolitan Life 
Weds Assistant Secretary of Asso- 
ciation of Life Insurance Counsel 


Leroy A. Lincoln, vice-president of the 
Metropolitan Life, and Miss Hilda F. 
Deyoe, assistant secretary of the As- 
sociation of Life Insurance Counsel, 
were married at the Congregational 
Church, Manchester, Vt., on August 7. 





LEROY A. LINCOLN 


|| 
They sailed for Europe on Friday of last 
week on the “Statendam.” 

Mrs. Lincoln is the daughter of Mrs. 
Clara Mann Deyoe and the late Eugene 
Burdette Deyoe, who at the time of his 
death two years ago was president of the 
First National Bank of Grand Gorge. 
She is a woman of marked intelligence 
and charm and is a lawyer. 





LIFE PRESIDENTS’ REPORT 





July Figures Show Month a Little Be- 
hind July, 1929; Increase for 
Seven Month Period 
For July, new ordinary insurance of 
the forty-four member companies of the 
Association of Life Insurance Presi- 
dents having 82% of the total life in- 
surance in all United States legal re- 
serve companies amounted to $714,748,- 
000 against $722,451,000 in 1929, a de- 
crease of 11%. July of 1929, however, 
was a record-breaking month, having 

exceeded July of 1928 by 17.8%. 

For the first seven months of this year 
new ordinary insurance amounted to 
$5,384,523,000 against $5,241,792,000 dur- 
ing the corresponding period of 1929, a 
gain of 2.7%. New industrial insurance 
was $1,725,898,000 against $1,734,227,000, 
a decrease of one-half of 1%. New 
group insurance was $639,072,000 against 
$658,369,000, a decrease of 29%. The 
total of all classes written during the 
first seven months of 1930 was $7,749,- 
493.000 against $7,634,388,000 during the 
same period of 1929, an increase of 1.5%. 





NOW ISSUING FAMILY INCOME 





Massachusetts Mutual Life Advances 
Date for Bringing Out New 
Income Contracts 
The new family protection income 
Policy of the Massachusetts Mutual Life 
was scheduled to be issued on Septem- 
ber 1, but M. J. Sackerman of Sacker- 
man & Lewis, general agents of the 
company in Brooklyn, advises that the 
company is now issuing this policy. Ad- 
vance inquiries indicate that a large vol- 
ume will be written on the plan which, 
in the opinion of Mr. Sackerman, is es- 
Pecially suited to the present business 
Condition, as it offers an income of about 
two and one-half times that of the usual 

Policy for the same premium. 


HONOR J. G. MILBURN’S MEMORY 


New York Life Director Who Died Last 
Week Was Renowned Constitutional 
Lawyer 

The New York Life board of directors 
adopted a minute last week paying trib- 
ute to the memory of John G. Milburn, 
their colleague, who died August 11. Mr. 
Milburn at the time of his death was 
one of the three oldest members of the 
board in length of service. 

Mr. Milburn was born in England in 
1851 and came to this country at the age 
of nineteen. He was admitted to the 
bar of New York state at twenty-three 
and after practicing for many years in 
Buffalo removed to New York City 
where he achieved an international repu- 
tation as one of the ablest constitutional 
lawyers of this country. His first ac- 
quaintance with the New York Life was 
formed during the Armstrong Investiga- 
tion of 1906 when he was retained as 
counsel for the Fowler Committee. He 
was elected to the New York company’s 
board on June 17, 1907, the date of Dar- 
win P. Kingsley’s first election to the 
presidency of the company. 


RETURNS TO RICHMOND 
James E. Woodward Made Vice-Presi- 


dent of Life Insurance Co. of 
Virginia 

James E. Woodward, vice-president 
and secretary of the Pan-American Life 
of New Orleans, has been appointed vice- 
president of the Life Insurance Co. of 
Virginia and will assume his duties Oc- 
tober 1. Mr. Woodward started his bus- 
iness career with the Richmond company 
in 1901 and severed his connection there 
seventeen years ago to join the Pan- 
American. 

He will return to the company to take 
charge of Ordinary production in the 
contemplated development of recently 
opened Western and Southern territory. 
His connection with the Pan-American 
has brought him prominence and con- 
tacts with southern and southwestern 
insurance circles which should be of great 
value to him in developing the new ter- 
ritory. 














CENTRAL HANOVER GROUP 

The Central Hanover Bank & Trust of 
New York has made arrangements for 
group insurance over the amounts given 
by the bank itself. Employes are given 
insurance in amounts equal to the near- 
est $500 of annual salary. They may 
now get additional insurance to the same 
amount, paying their share of the pre- 
miums by salary deductions. 


COOLIDGE SAYS 
In his syndicated article in the-daily 
papers yesterday Calvin Coolidge dis- 
cussed life insurance. He called atten- 
tion to the increase in amount of life 
insurance purchased during the seven 





months of this year as against the de-~ 


creasing sales in other businesses. 





LEADERS FOR JULY 
J. Franklin Shindell, George W. Wea- 
ver and Alexander F. Gillis of the New- 
ark agency of the Provident Mutual 
Life, were among the leaders for pro- 
duction for the month of July. 








What Makes a 
(jood Company? 


A company with sufficient age 
and financial stability, a live-and- 
let-live contract, policies that 
compare favorably with the best, 
close Head Office cooperation, 
lead service and other modern 
working tools. These are the 
principal things for which an 
agent. looks. 


By these standards Fidelity is 
a good company. Its reputation 
rests upon over half a century 
of fair dealing. It is financially 
solid. It operates in thirty-nine 
states, including New York, on 
a full level net premium basis 
and has over $415,000,000 insur- 
ance in force. Its lead service 
and Low Rate policies make sell- 
ing easier. 


Desirable openings for the 
right men seeking a wider and 
more profitable field of action. 


The Fidelity Mutual 


Life Insurance Co. 


Philadelphia 
Walter LeMar Talbot, President 








Do You Fit 
Into This Picture? 





If you fit into our 1930 plans 
and are looking for an oppor- 
tunity to make a _ connection 
with real service and _ sales 
helps, you will be interested in 
what Security Mutual offers 
those who are not at present 
under contract. 





Write J. F. S., 
Agency Dept. 


[SECURITY MUTUAL 


LIFE INSURANCE COMPANY 
| i VS Binghamton, New York 












































AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
Old Line Legal Reserve 


Established 1899 
HERBERT M. WOOLLEN, President 




















ILLINOIS 


ee UO 


Ve 
The Lincoln National Life 
Insurance Company, 
Fort Wayne , Indiana. 


Dixon , 
| Jacksonville , Galesburg, 
Danville, Alton. 


Ottawa, and Dloominaton. 


J 
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Efperts Wanted for -- 


oie eee 


Mention The 
Eastern Under- 
writer when 
writing for a 
copy of The Lin- 
coln Life Man. 
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Would Grade Buildings 
For Lending Purposes 


MORTGAGE MANAGERS TO MEET 





Heads of Life Company Mortgage De- 
partments Co-operate to Improve 
Construction 





Representatives of the mortgage loan 
departments of a number of the leading 
life companies will meet in September 
to discuss methods of rating new build- 
ings for structural merit so that they 
may be graded for loan purposes. An 
attempt will be made by this means to 
control the quality of speculative build- 
ing construction. 

Preferential loans for quality construc- 
tion of big and small buildings and less 
liberality to Jerry builders will be made 
possible by use of structural ratings, such 
as the Certified Building Registry, a 
service organization similar to Lloyd’s 
Register of Shipping, already has begun 
in Detroit and Chicago in the dwelling 
house class. 

Among those who have signified their 
interest in a co-operative effort in be- 
half of better standards of building 
throughout the United States are the 
following: 

W. G. Norton, comptroller of Metro- 
politan Life; H. D. Rutan, supervisor 
of mortgage loans, Prudential; Vice- 
President C. J. Martin, in charge of 
mortgage loans, Equitable Life Assur- 
ance Society; Superintendent R. A. Chi- 
chester, of mortgage loan department, 
New York Life: J. G. McLaughlin, rep- 
resenting Wm. Shields. second vice-pres- 
ident, Mutual Life.. who is now in Eu- 
rope. 

Other life insurance companies loan- 
ing large sums for buildings and paying 
large death claims for fire victims will 
be included in the invitations to the 
meeting, which also will be attended by 
representatives of both stock and mu- 
tual fire insurance organizations. 

Losses Due to Poor Building 

The increase of fire losses as direct 
result of poor building done during the 
recent building boom, according to the 
National Board of Fire Underwriters has 
been notorious. “Safeguarding the Na- 
tion Against Fire” published by the Na- 
tional Board of Fire Underwriters for 
a fire prevention manual in high schools, 
says in its foreword: 

“For the past few years the fire loss 
in the United States has been increas- 
ing tremendously each twelvemonth, due 
largely to the enormous total of burn- 
able values created by the boom in build- 
ing and the augmented wealth and pop- 
ulation of the nation. Property de- 
stroyed in 1926 for example, amounting 
to about $560,000,000 as compared with 
$172,033,206 in 1915. * * * 

“Each year property valued at about 
a half billion dollars is consumed by 
fire, more than ten thousand people lose 
their lives, and many more are maimed 
and injured. Of these fires 75% are 
due to carelessness. Do your share in 
promoting carefulness and thus help to 
lessen this tremendous sacrifice.” 

The heavy loss of lives by fire among 
other reasons has made the need for 
new methods to control quality specu- 
lative buildings assume grave importance 
to life insurance companies. Because 
their funds for investment form the larg- 
est parts of mortgage money it is be- 
lieved that their leadership in recogniz- 


ing quality of building will create com- 
petitive necessity upon those who finance 
speculative builders to show “fortified” 
structural rating quite as well as proofs 
of clear title in public flotations of build- 
ing loans. 

Structural Merit Desired 


“The recognition that more exacting 
supervision and more complete records 
of structural merit are needed in build- 
ing loans,” said Clyde A. Mann, director 
of Certified Building Registry, “has 
prompted the big life insurance compa- 
nies to establish closer supervision of 
building construction. They and the 
public have profited by this but the cre- 
ation of a recognized ‘rating’ of build- 
ings, like that of ships, having cost of 
operation and maintenance in mind, com- 
ing at this stage of building finance, 
promises the belated consideration for 
quality of construction so acutely need- 
ed. With quality so largely disregarded 
at many loan sources, the standards of 
construction have been notorious, with 
all reputable interests, including fire, life 
and indemnity insurance interests suf- 
fering along with responsible contract- 
ors who have been in part displaced by 
Jerry builders, also responsible archi- 
tects whose service has been too light- 
ly valued, also banks. also manufactur- 
ers and distributors of first-class materi- 
als and equipment whose market has 
been restricted by poor building to a 
fraction of the total program. 

“The result in the maritime world of 
rating by Lloyd’s Register of Shipping 
was an amazing improvement of quality 
of ships, with consequent benefit to 
builders, naval architects. material man- 
ufacturers and commerce in general. 
There seems no reason to doubt that the 
growth of the service of rating build- 
ings by the encouragement of b‘g¢ lend- 
ers and fire underwriters will shut off 
money for Jerry building and bring ahout 
an improved standard of value and fire 
safetv of the buildings erected in Amer- 
ica during future vears. All interests 
will gain enormously including the pub- 
lic, for loss of life and property has in- 
creased. rents and cost of homes have 
increased as result of the disregard for 
structural permanence and_ durability 
during recent years.” 





The Western & Southern Life office 
at Defiance, Ohio, has been transferred 
from the Lima district to the Toledo 
South district, and Findlay, Ohio, from 
Fostoria to Lima. 








Established 1879 


L 








356,988 Prospects 


received advertising letters in first five months of 1930 


$19,000,000 of Business 


sold on lives of “advertised” prospects in same period. 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Des Moines, Iowa 
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NEW PAID INSURANCE 1929 
$147,858,997 


INSURANCE IN FORCE 
| $1,202,101,059 


New England Mutual Life Insurance Co. 
Boston, Mass. 


Chartered 1835 














WIN COMPANY PARTNERSHIPS 
Two Hartford men formerly in the 
insurance business have been admitted 
to the brokerage firm of Stevenson, Gre- 
gory & Co. of No. 56 Pearl street, Hart- 
ford, as partners. They are Charles W. 
Page, Jr., who from 1912 to 1929 was 


connected with the Phoenix Insurance 
Co. successively as clerk, examiner and 
special agent, and Robert D. Hastings, 
who from 1911 to 1919 was engaged in 
actuarial work with the Hartford Life 
and later with the Aetna Life. 








AS WE SERVE 
WE PROGRESS | 


Insurance in Force 


1923 - $1,000,000,000 
1927 - $1,500,000,000 
1930 - $2,000,000,000 


Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 








Se NS 


Not To Enter France 


(Continued from Page 1) 


lished also a full complement of officers 
headed by a director-general for Europe 
and including an actuary, a medical di- 
rector and a comptroller. These officers 
had full authority and responsibility of 
an independent company and passed 
upon all risks and death claims. The 
director-general decided on the invest- 
ments of the company to be placed with 
the different countries. The Paris office 
was in constant communication with the 
home office in New York by cable as 
well as by letter and a monthly report 
of all transactions was made to the home 
office and this was included in the state- 
ments and exhibits of the company. 

The withdrawal of the New York Life 
from European countries was precipitat- 
ed by the action of the Russian Soviet 
government in seizing the company’s 
Russian offices and confiscating its se- 
curities and other assets of that country. 
There arose at the time intricate finan- 
cial and economic problems all over Eu- 
rope which complicated the transaction 
of business there and the New York Life 
made a general retreat from those coun- 
tries. 





JOINS GUARDIAN AGENCY 


John G. Schwarzmann has joined the 
Newark agencv of the Guardian Life, 
of which M. E. Bay is general agent. 
Mr. Schwarzmann is the son-in-law of 
F. A. Goecke, vice-president of the com- 
pany. 





GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
CORtlandt 8300 





MANAGERS 


INSURANCE CO. sche. 





Home Office, 50 Union Square, New York City 


— 





Uptown 





420 Lexington Ave.—LEXington 6715 
245 Fifth Ave.—ASHland 1772 
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Nylic Garden Club 
Holds Flower Show 


LARGE VARIETY OF SPECIMENS 
Attractive Exhibition Managed by Chas. 
A. Robinson; Contributions Mostly 
From Home Office Employes 





Employes of the New York Life staged 
their second annual exhibition of flowers 
on Monday and Tuesday of this week on 
the ground floor of the company’s home 
office building on Madison avenue. The 
exhibit, which attracted considerable in- 
terest because of the wide variety and 
beauty of the specimens, was held under 
the auspices of “The Nylic Garden Club 
and was managed by Charles A. Rob- 
inson of the New York Life home office. 

In addition to the flowers grown by 
home office employes there were a num- 
ber of contributions sent in from out- 
side sources. The New York Botanical 
Gardens contributed more _than thirty 
varieties of gladiolus including the rare 
W. H. Phipps variety. Some of the 
tenants in the New York Life building 
took an active interest in the exhibi- 
tion and sent in donations; one of these, 
a beautiful display of large dahlias. Va- 
rious growers also sent in shipments. 

Neighborhood florists helped decorate 
the large 100 by 60 foot room where the 
flowers were effectively displayed. There 
were mostly: gladiolus (more than 200 
varieties including some imported and 
very rare types), dahlias, asters, calen- 
dulas, zinnias and other summer flowers. 
There were also several very unique 
specimens including two curiously shaped 
Jersey bananas, a freak of growing; sev- 
en blooms of Tigridia lily, a curious yel- 
low flower with maroon center that clos- 
es at twilight; some Canadian cranber- 
ries sent from Quebec. The largest flow- 
er in the exhibit, the Mrs. Leon Douglas 
gladiolaj was grown by Mr. Robinson 
and was produced on a plant that grew 
five feet two inches tall. 

Outstanding Exhibit 

Probably the biggest feature of the flow- 
er show was an original presentation 
of a series of various colored gladiolus 
arranged in alcoves with various colored 
backgrounds, showing some gorgeous 
color contrasts. ° 

Mrs. Thomas A. Buckner, wife of the 
senior vice-president of the company, 


sent in-an attractive display of snap-— 


dragons and scabiosa, artistically ar- 
ranged in an irridescent glass bowl. An- 
other display, one of the largest collec- 


_tions, was sent in by the Elm Valley 


Farm, one of the two country places 
Maintained by the company. 

Charles A. Robinson, who so ably 
managed the exhibition, is an authority 
on floral growth and a member of 
several flower societies. Last year he 
had published a delightful little book on 
“God’s Loveliest Creations—A Child and 
A Flower” containing sixty-eight pages 
of tributes in poetry and prose paid to 
mothers, children and to flowers by emi- 
nent people of all time. The executive 
committee of the American Gladiolus So- 
ciety approved the pamphlet for sale at 
their annual exhibition in Springfield, 
IL, last August, and it received much 
favorable comment. 

Among those who assisted Mr. Robin- 
son were: the officers of the Nylic Gar- 
den Club, Mrs. Henry S. Leach, Miss 
Veronica Riley, Mrs. Margaret Brewer; 
the various committee chairmen: Miss 

dessa Morris, Miss Gertrude Mehrt- 
ens, Mr. Anthony Archetti; and Miss 
Frank Kennedy and Miss Mabel S. 

‘oemer. Several persons from the out- 
Side also took an active interest, in- 
cluding Dr. F. T. McLean of the New 

ork Botanical Gardens and W. Evans - 

mith, editor of the “Better Lawns and 
wardens” department of the New York 
“World.” 


After the exhibition the flowers were 
distributed among sick employes of the 
company and city hospitals. 


PLEDGE THOMPSON SUPPORT 





Seattle Insurance Men Want Metropoli- 
tan Manager Nominated for First 
Vice-Pres: of National Ass’n. 


At a special meeting of the Life Under- 
writers Association of Seattle, Wash., 
this week the association endorsed for 
first vice-president of the National Asso- 
ciation of Life Underwriters Charles C. 
Thompson, manager there of the Met- 
ropolitan Life. Mr. Thompson is one of 


the outstanding insurance men on the — 


Pacific Coast. In the business thirty 
years he has been Metropolitan manager 
in Seattle for twenty years. At one 
time or another he has held nearly all 
of the offices in the Seattle association, 
having been active in it since 1908. 
Among other things he has been chair- 
man of the legislative committee. 





TO HANDLE PUBLICITY 

W. Everett Wood has been placed in 
charge of publicity for the United Life 
& Accident of Concord, N. H. Mr. Wood 
is a graduate of Cushing Academy and 
Bates College and since his graduation 
from the latter in 1928 he has been an 
instructor in the Mount Hermon School 
in Massachusetts. 








Intelligent Progression 


HE MUTUAL BENEFIT was organized in 1845, and for 
upwards of eighty years has been administered by a succession 
of directors and officers whose conduct of its affairs has merited 

and received the confidence and approval of hundreds of thousands of 
policyholders. Not only has its history been marked by the fidelity, 
ability, and integrity of the officials who from time to time have 
been responsible for the Mutual Benefit’s financial management, but 
the Mutual Benefit has also been distinguished throughout its history 
for intelligent progression in the provisions of its contracts which, 
with unbroken adherence to sound actuarial principles, have made 
the Mutual Benefit a leader in life insurance underwriting. As 
improvements in contracts have been developed, liberalizing their 
provisions, the new benefits have been uniformly extended to earlier 
outstanding contracts, in so far as possible, thus securing to the 
earliest policyholders the benefits enjoyed by the lasest. 


The Mutual Benefit Life Insurance Co. 


NEWARK, NEW JERSEY 

















A MULTIPLE LINE 


Backed by Prompt, Efficient Service 














MissourRI STATE LIFE INSURANCE COMPANY 


Hillsman Taylor, President, St. Louis 











A combination that increases results and 
multiplies the Agent’s income 


With its Home Office situated at the Hub of the Nation— 
St. Louis, “The City surrounded by the United States,”—the 
Missouri State Life is able to give to its representatives 
prompt, efficient service in the handling of all matters per- 
taining to solicitation, underwriting and claim payments. And 
through its multiple line of Life, Accident and Health, Group 
and Salary Savings, the Company offers representatives an 
exceptional opportunity to multiply the results of their daily 
work and thereby multiply their income. 


Insurance in force now over 


$1,245,000,000.00 
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BRITISH COMPANY ORGANI- 
ZATION 

The British point of view and tradition 
with reference to the organization and 
administration of the great insurance of- 
fices has been recently thoroughly dis- 
cussed in a “The 
They make inter- 
esting reading if for no other reason than 
because of the wholly different aspect 
of the problems of 
America. 

The burden of the discussion is that 
there should be a reorganization of the 


series of articles in 


Review” of London. 


administration in 


high administration of the great insur- 
ance offices. The aim of the suggested 
reorganization is to put on the boards 
of the big companies more of the expert 
element, to make a place for the higher 
The puts stress 
on the point that the directorate of ‘an 
insurance 


executives. discussion 
should not be con- 
sidered as a class apart from the high 
executive but that the executive should 
be an integral and important part of the 


company 


directorate. 

Another change advocated is that the 
time has arrived when there should be 
a definite reorganization of the high ad- 
ministration of the great offices by the 
appointment of a whole-time chairman, 
an expert in insurance matters. Such a 
recognized system would result in de- 
veloping the administration head 
among the the expert ele- 
ment on the board would then in prac- 
tice come from among the executives. 
The suggested change goes even further 
and would put on the boards the chief 
executive officers who have proved their 
capacity. The general manager should, 
it is contended, in every instance be a 
member of the board. 

These practices as outlined, regarded 
as revolutionary in British practice, are 
the accepted. custom among 
companies in this country. 


fre ym 
executives; 


insurance 





FUTURE DELIVERY OF 
A. banker life 
were discussing general business condi- 
tions the other day when the banker 
ventured the opinion that life insurance 
did not make sufficient use of 
their strongest selling point for the bus- 
iness man. When asked what that point 
was he said it was the future delivery 
of money. He thought the sentimental 
side of life insurance protection was so 
stressed by the insurance people that the 
agents missed the force of some of the 
hard-headed business points about life 


MONEY 


and a insurance man 


agents 


insurance that would often appeal quick- 
er to the business man. 

The simple statement by an agent that 
he is prepared to deliver at a future date 
any amount of money for a charge of 
2% has tremendous force. Of course, 
this approach to life insurance is not new. 


. It has been used by some agents for 


a long time. But in periods such as the 
present, when money is not flowing in 
trade; when the business structure that 
an individual may have taken a lifetime 
to build would be threatened in case of 
his death; in short, when a large sum 
of money is needed badly, life insur- 
ance can do something that cannot be 
done at the same cost in any other way. 
Any business man would pay the small 
charge to be assured of the result con- 
tracted for. 
The banker may be right. 





K. OF P. SOLVES ITS PROBLEMS 

The Knights of Pythias, which has 
been experiencing the difficulties which 
are confronting many of the fraternals 
—not enough new blood and too many 
old members—and which was also under 
the further handicap of not being able 
by charter to insure other than its o--n 
membership, has finally solved its prob- 
lems. The Knights of Pythias has becn 
maintaining since 1906 on an 
American Experience Table of Mortal- 
ity with interest at 344%. Thus, in a 
sense the K. of P. was an old line mu- 
tual reserve company. 

Under advice of S. H. & Lee J. Wolfe, 
who have been consulting actuaries of 
the Knights of Pythias since 1906, it was 
decided to separate the insurance from 
the fraternal society end. This became 
possible through the passage of a bill 
by Congress which was approved by 
President Hoover on April 12th, permit- 
ting any fraternal chartered by Con- 
separate the two activities— 
social from fraternal benefit, providing 
the order was maintaining reserves for 
insurance on a 34%% basis. 


reserves 


gress to 


The change 
was approved at a meeting of the Su- 
preme Lodge on August 16 and two days 
later the District of Columbia insurance 
commissioner gave his O.K., so that to- 
day the Knights of Pythias has become 
legally a mutual old line life company 
and can solicit outside as well as within 
its ranks. The life insurance activities 
will be conducted in future under the 
name of the United Mutual Life Insur- 
ance Co. All of the old contracts of 
the Knights of Pythias will be carried 











The Human Side of Insurance 

















SIDNEY R. KENNEDY 








Sidney R. Kennedy, president of the 
Buffalo Insurance Co., has returned 
from Europe. A camera man made a 
snap of him standing at the foot of a 
statue of Madame Harel in Vimoutiers. 
Considerable of a wit, somewhat caustic 
and decidedly a man of the world with 
broad viewpoints, Mr. Kennedy has 
given the following characteristic reason 
for being photographed by the statue of 
Madame Harel instead of standing in 
front of the Invalides, the Eiffel Tower 
or the Arc de Triomphe as so many 
travelers do: 

“When I decided to spend my vaca- 
tion in France I thought I ought to 
have some definite objective and, conse- 
quently, selected the village of Vimou- 
tiers, because at that place they erected 
a few years ago a,statue in honor of 
Madame Harel, who invented the for- 
mula for Camembert cheese and | 
thought she deserved better of France 
and humanity than Joan of Arc and a 
lot more flashy historical figures.” 

While in Paris Mr. Kennedy met 
Sumner Rhoades, secretary of the East- 
ern Underwriters Association. “I'll not 
say | met him at the Opera Comique or 
the Comedy Francaise,” he said, “be- 
cause I didn’t. It was at Folies Ber- 
gere, where all good Americans and lots 
of the other kind go.” 

ae 


Chauncey S. S. Miller, accompanied by 
Mrs. Miller, sailed last Saturday for 
Sweden on the motorship “Kungsholm.” 
Mr. Miller, who is director of publicity 
for the North British & Mercantile, will 
be gone for several weeks. 

* * x 


John A. Griffin, vice-president of the 
Fidelity & Deposit Co., and Mrs. Griffin, 
now on their honeymoon, sailed for Eu- 
rope on the “Bremen” this week. 


Ci. Re 
Dana Clarke, one of the leading in- 


surance agents in New York, returns to 
New York from Europe on August 26. 








out to the fullest extent . The company 
has nearly $25,000,000 of assets, with a 
surplus of $2,000,000. 

Not all fraternals can emerge from the 
quicksands in which they are flounder- 
ing because they are not all so fortunate 
as to be maintaining 3%4% reserves as 
was the case with the K. of P. 


George A. Moszkovski, vice-president 
of the American International Under- 
writers, returned this week from a two 
months’ trip by air, train and_ boat 
through Mexico, Central America, the 
northern part of South America and the 
West Indies. He made this journey in 
connection with a program of expansion 
of the A. I. U. into those countries. 
Conditions in the sugar and coffee grow- 
ing countries Mr. Moszkovski found 
rather depressed on account of the pre- 
vailing low prices for those important 
commodities. Traveling a total of 16,000 
miles Mr. Moszkovski covered 70% of 
these in planes of the Pan American 
Airways, thus being able to make in two 
months a trip which ordinarily would 
have taken at least twice that time, 

Pose 

H. Ernest Feer, secretary, Guardian 
Fire Assurance Corp., is back in New 
York after an interesting three months’ 
trip abroad during which time he visited 
England and Switzerland. Although it 
was a vacation trip for him he found 
time to pay his respects to several Brit- 
ish insurance officials and while in 
Switzerland called on the managers of 
a number of reinsurance companies. 

. oe oe 

Arthur M. Collens, vice-president 
Phoenix Mutual Life, has been in Ber- 
muda on a three weeks’ vacation trip. 





R. P. BARBOUR 


Robert P. Barbour, United States 
manager of the Northern Assurance and 
of the London & Scottish, and president 
of the New York Board of Fire Under- 
writers, married Mrs. Ethel Cunning- 
ham Kopper on August 19, the ceremony 
being performed at Christmas Cove, Me. 
Mrs. Barbour, who for some years has 
been prominent in the social and _ civic 
life of Montclair, N. J., where Mr. Bar- 
bour also lives, is the niece of Mrs. J. 
Frederick Flanagan of New York. Mr. 
Barbour recently returned from Europe. 
They will make their home at 72 Ply- 
mouth Street, Montclair, N. J. 

x x x 


George U. Pope, prominent surety 
producer, in New York, who, as liet 
tenant-colonel, is assigned to the Wat 
Department general staff, spent the past 
two weeks on active military duty at 
Corps Area Headquarters, Governors 
Island, New York. While there Colonel 
Pope was quite impressed with the ef 
forts now being made to beautify the 
island. A modern barrack’s building has 
recently been completed and the pro 
gram also includes the erection of neW 
private homes for the officers. 
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Panhandlers on John and William 
Streets 

Maybe it is significant of the depres- 

sion of the times, but anyway there are 

more panhandlers on William and John 

streets, in the heart of the New York 

insurance district, than there ever have 


been. It is almost impossible to walk 
a block without being held up for a 
dime or a quarter by a hungry man. A 
favorite line is, “I must have a dime for 
coffee and rolls or it’s a dive over the 
Brooklyn Bridge for me.” 

x. &- 2 


Ad About Insurance Agents 


That two-page dramatic photography 
ad in a recent issue of “Time” about 
the insurance agents who want to guard 
against lost motion turns out to be a 
plea for the installation of card index 
systems and other office supply devices. 

* * x 


Insurance Presidents “Who Are 
Ignorant About Insurance” 
Sometimes when the president of an 
insurance company is under discussion 
we hear this statement made: “He is a 
good lawyer or a good financier or an 
able executive, but he doesn’t know the 

insurance business.” 

Having heard such comments as to 

top executives who have been in their 
jobs for years, I have often wondered 
why. To me it seems impossible that 
a man directing the activities of a score 
or even of a hundred technical or scien- 
tific men can have all this contact with- 
out learning a lot about the technique 
or science. These technical and scienti- 
fic men come in to see him. 
_ About what do they confer? Surely, 
it is not about the weather or golf. They 
ask for judgment to handle one of their 
Problems, and you can’t exercise judg- 
ment unless you know the facts. Un- 
less a chief executive is dumb—and if 
that were his mental state he wouldn’t 
be a chief executive—he must learn a 
lot about his institution and its opera- 
tion as the days fly by. Therefore, I 
do not believe that insurance presidents 
often know nothing or little about in- 
surance. 

And here is a good place to discuss 
a little the impression so many people 
have that because a thing is technical 
Or scientific it is impossible for the lay- 
man to grasp it intelligently. The rea- 
Son such an impression has prevailed is 
that so many people hold up their hands 
in desperation when confronted. with 
anything outside of their daily groove 
and refuse to concentrate. If they would 
concentrate on the problem its complex- 
ity would disappear. Take such an ex- 
ample as use and occupancy insurance 
which baffles so many fire insurance 
men. Frequently, you will hear a fire 
Msurance man say, “I can’t make head 
or tail of use and occupancy.” It is no- 
torious that fire insurance people fight 


hard against writing articles on the sub- 
Ject when asked to do so by insurance 
editors, 


My own opinion is that use 

















and occupancy is so mysterious because 
not enough study is given to it. I be- 
lieve that Edward C. Hill of the New 
York “Sun” or any other crack New 
York daily newspaper reporter could be 
turned loose on the subject and if given 
a day or two along William street or 
Maiden Lane could write with under- 
standing columns on the subject. 
x * * 
Matrimonial Incidents 


In last’ week’s issue of The Eastern 
Underwriter I noticed a paragraph say- 
ing that Nathan Mobley, assistant secre- 
tary of the U. S. Casualty, and Mrs. 
Mobley had returned to New York with 
their two daughters, one of whom is only 
a few months old. The paragraph 
brought back to my mind a delightful 
social incident of five or six years ago 
when Spencer Welton, then vice-presi- 
dent of the Fidelity & Deposit, was 
piloting a troupe of company underwrit- 
ers and agents about the country, holding 
agency meetings at all of the F. & D. 
branches. 

One day the troupe arrived in Omaha. 
Mrs. Harry Byrne is wife of the F. & 
D.’s resident vice-president there; and 
she gave a dinner party which is still 
talked about. Being an accomplished 
hostess, and wanting to avoid stereotyped 
form of entertainment, she arranged a 
novel affair. Each of the visiting F. & 
D. men received at his hotel an invita- 
tion to Mrs. Byrne’s dinner and on the 
card of invitation was written the name, 
address and telephone number of a wo- 
man. Each of the visitors was expected 
to telephone this woman, arrange to call 
for her and then take her to ~Mrs. 
Byrne’s party. The dinner was a dis- 
tinct success, Mrs. Byrne being voted a 
most ingenious and attractive hostess. 

The name on Mr. Mobley’s card was 


Miss Eleanor Smith, a handsome and * 


talented Omaha girl. 
Mobley. 

Mr. Welton, now vice-president of the 
Massachusetts Bonding & Insurance Co., 
also introduced E. A. St. John, president 
of the National Surety, to Mrs. St. John. 
Welton starts next Monday on a trip 
to some Southern cities, including Wash- 
ington, Atlanta, Nashville, Birmingham 
and Louisville. If there are any bache- 
lors in those towns and they desire to 
continue in their single state they had 
better watch their step while Mr. Wel- 
ton is in town. 


She is now Mrs. 


* * * 


G. E. Turner Introduced Claris 
Adams to the Business 


George E. Turner, the new president 
of the First Re-Ingurance Co., has been 
one of the most widely known insurance 
lawyers in the business by reason of 
his tie-ups with the old Casualty Infor- 
mation Clearing House, Association of 
Casualty & Surety Executives and Insur- 
ance Federation; his law offices in In- 
dianapolis and Chicago; his many visits 
to insurance conventions and his appear- 
ance upon a number of occasions upon 





insurance rostrums. It was Mr. Turner 
who introduced Claris Adams to the in- 
surance business. Adams had _ been 
prosecuting attorney and was a mem- 
ber of Turner’s law firm. When Turner 
went to Chicago he turned over to 
Adams an invitation he had to speak 
before the Kansas Association of Insur- 
ance Agents. This silver-tongued young 
man, a disciple of a fading school of 
oratory, “when speeches were speeches 
and audiences were swayed,” simply car- 
ried the Kansas audience by storm. They 
had- never heard anything like it. His 
next appearance was in the Southwest 
before the Mid-Year meeting of the Na- 
tional Association of Insurance Agents. 
That, too, was a knockout. Next came 
appearances before the Western Union 
and the National Board of Fire Under- 
writers, with dozens of demands for ad- 
dresses following. Adams became sec- 
retary and general manager of the 
American Life Convention; and then 
went with Clarence L. Ayres as his right 
hand man in the American Life Insur- 
ance Co. of Detroit. It was in Detroit 
where Mr. Adams made a talk on life 
insurance before the National Associa- 
tion of Life Underwriters which has 
rarely been equalled for force, beauty 
of language, eloquence and effectiveness. 
When people in the business who know 
Adams talk about him there is always 
speculation as to his future. He had an 
ambition to go to the United States 
Senate while in Indiana, but was defeat- 
ed. That he will eventually figure with 
prominence in Michigan public life in 
some form or another is believed quite 
possible. 

Mr. Turner is a skillful speaker, but 
sticks closer to present day type of ora- 
tory, not being much given to pyrotech- 
nics, figures of speech or such platform 


characteristics. He has many friends 
in the business. 
* 
The Commissioner’s Race in 
Oklahoma 


In the fight for Republican nominee 
for insurance commissioner of Okla- 
homa, C. A. Wilson, local agent of Ard- 
more, was reported ‘running ahead of 
E. Ethridge Brown, although official 
figures were being withheld pending the 
receipt of returns from one county in 
the state. Mr. Wilson, one of the most 
widely known insurance men of Ard- 
more, is a member of the firm Hinkle & 
Wilson, an old agency. He represents 
several companies, among which is the 
U. S. Fidelity & Guaranty. 

Jesse G. Read, elected August 12 
Democratic nominee for the same office, 
ran way ahead of his opponent and in 
Oklahoma County received 2,000 more 
votes than any one on the ticket. 

* * * 


Owns Insurance Stocks With Book 
Value of $4,035,019 


In the list of securities owned by the 
Goldman Sachs Trading Corporation, as 
of June 30, 1930, there are two insur- 
ance items. The book value of these 
stock ownerships follow. Home stock, 
$435,000; Home Fire Security Corpora- 
tion, $3,600,019. 

The total book value of securities 
owned by the Goldman Sachs Trading 
Corporation is $239.417.674. 

* 


Edition on Specialty Advertising 

The magazine “Advertising Special- 
ties” recently put out an issue for insur- 
ance companies, agents and_ brokers. 
Among the insurance men contributing 
to the edition were Ralph W. Smiley, 
superintendent of publicity, Globe In- 
demnity, and A. C. Blackall, London 
correspondent of The Eastern Under- 
writer. 

Mr. Smiley’s article deals with clinch- 
ing policies of motorists with such spe- 
cialties as automobile key sheaths, each 
bearing a different number and stamped 
“finder, please return to—agent’s name.” 

Mr. Blackall tells how when he was 
running an agency in Australia he re- 
ceived a shipment of tubular glass rulers. 


‘His careful distribution of them, not 


just handing them out but holding back 


and giving them only to customers, re- 
sulted in a remarkable increase in his 
business. 

Two life companies that are featured 
are the Guardian Life with its card to be 
filled in to get a leather-bound note 
book and the Liberty Life Society of 
Philadelphia with a a of needles. 

R. R. Sues Because Auto Caused 

Damage to Locomotive 

The International News Service— 
Hearst—says that for the third time in 
two months the Central Vermont R. R. 
has collected damages because a motor- 
ist drove his automobile in front of 2 
locomotive. On the last occasion, al- 
though the automobile was almost total- 
ly demolished, the railroad sued for dam- 
ages and the insurance company settled 
the case out of court, paying the rail- 
road $23.66 for damages to the locomo- 
tive. 

* * x 


Insurance Brokers to Honor Judge 


Conway at Luncheon 

Judge Albert Conway of Brooklyn, in- 
surance superintendent of New York 
state until a few weeks ago, is not being 
forgotten by his friends along William 
street. The Insurance Brokers’ Associ- 
ation of New York, Inc., is giving a 
luncheon to the former superintendent 
next Tuesday, August 26, at the well 
known Montauk Club in Brooklyn, at 
which time he will be presented with 
an engraved gavel as a token of esteem 
and respect. 

Several members of the New York 
Insurance Department and company men 
have been invited to be present at this 
luncheon as guests in addition io the 
members of the brokers’ association. 
These will include former Superintendent 
James A. Beha, now general manager of 
the National Bureau of Casualty & Sure- 
ty Underwriters; Acting Superintendent 
Thomas F. Behan; Deputy Superintend- 
ents Francis P. Ward and Samuel D. 
Macpeak and others. The luncheon is 
scheduled to start at 1 o’clock and be 
over at two. 

oe 
One More Joins Bureau of Personal 
Accident & Health 

The Fireman’s Fund Indemnity is the 
latest company to join the Bureau of 
Personal Accident & Health Underwrit- 
ers. 

* * * 
Jones and Hoey See “Passion 
Play” 

F. Robertson Jones of the Association 
of Casualty & Surety Executives has re- 
turned from Europe. He spent consider- 
able time in Bavaria and Switzerland 
climbing mountains. “That is, they would 
be called mountains in some parts of this 
country,” said’) Mr. Jones. “They are 
really foothills in Switzerland. Such 
physical feats as trying to climb the 
Mattehorn are decidedly outside the ath- 
letic realms of insurance men.” While 
in Germany Mr. Jones attended the 
Passion Play at Oberammergau. Among 
the New York insurance men in Ober- 
ammergau the day that Mr. Jones saw 
the spectacle was James J. Hoey of 
Hoey & Ellison. 

*” * * 

Many American Insurance Men 
Visiting Czecho-Slovakia 
Prague and Carlsbad in Czecho-Slo- 
vakia are being included in the itinerary 
of many American insurance men this 
year. Another who will make this trip 
is William S. Naulty of the Jos. M. 
Byrne insurance agency, Newark, and 
one of the leading insurance men in New 
Jersey. He sails on the “St. Louis” Au- 
gust 30 and will also visit Austria, Switz- 
erland and Italy. Mrs. Naulty is also 
to make the trip. 
* * 

The Twentieth Century Limited 
The Twentieth Century Limited was 
started twenty-eight years ago. On its 
first trip from New York to Chicago it 
carried twenty-seven passengers. In 1929 
it operated 2,251 trains and carried 240,- 

000 passengers. 
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FIRE INSURANCE 














National Board Ads 
Start Here Tuesday 


WHOLE BUSINESS CO-OPERATES 





Every Daily Newspaper in Country Will 
Carry These Public Relation Adver- 
tisements Once a Month 





Next Tuesday and Wednesday, Au- 
gust 26 and 27, will mark the inaugura- 
tion of the National Board of Fire Un- 
derwriters’ nation-wide newspaper cam- 
paign for stock fire insurance. On those 
days the paid publicity of the National 
Board will appear in all the English 
language daily newspapers of the United 
States. In New York, New Jersey and 
Connecticut the advertisements will be 
published on Tuesday. 

Two teams of National Board repre- 
sentatives have recently visited the states 
where this public relations work had not 
previously appeared, holding conferences 
with fire company fieldmen, rating bu- 
reau representatives and local agents to 
explain the scope and purpose of the 
work and to have state committees ap- 
pointed: to co-operate in making the drive 
a full success. In addition fieldmen and 
local agents were this week furnished 
with copies of the advertisements to ap- 
pear monthly over the next year and 
other material in connection with the 
campaign. 

The first advertisement .is entitled 
“Your Cheapest Necessity.” Among oth- 
er things it says “Fire insurance from 
the indemnity standpoint alone is one 
of the cheapest of present-day necessi- 
ties. Its cost has consistently declined 
for many years—even during the period 
of war inflation.” 

Most Comprehensive Program 

“This marks the beginning of the most 
comprehensive program of public rela- 
tions and public education that any in- 
dustry can boast of,” said W. Warren 
Ellis, in charge of this work as assist- 
ant to General Manager Mallalieu. “It 
is true that we are using more news- 
papers than any other advertiser at the 
present time but advertising is only a 
part of the public relations program that 
stock fire insurance has developed after 
several years of experiment, research 
and study. 

“This program consists of all the 
known elements of sound public rela- 
tions work—advertising, editorial serv- 
ice, tie-in advertising, service for local 
agents and public speaking—and gives us 
all the machinery for making stock fire 
insurance better understood by the pub- 
lic and the press. Especially does it place 
us in position to effectively defend our- 
selves from unjust criticism,” said Mr. 
Ellis. “In other words our great indus- 
try has a voice and it is a voice of some 
proportions. Through newspaper adver- 
tisements alone approximately 40,000,000 
messages will be @elivered each month.” 

J. M. Thomas, chairman of the Nation- 
al Board’s committee on public relations, 
stated that all factors of stock fire in- 
surance are hooked up in this work as a 
result of the pre-organization meetings 
held everywhere. Not only have local 
agents, fieldmen, rating men and engi- 
neers been taken into the work but juris- 
dictional organizations have a specific 
and important part to play. 

The Board of Fire Underwriters of 
the Pacific, the Western Actuarial Bu- 
reau, the Eastern Underwriters’ Asso- 
ciation, the South-Eastern Underwriters’ 
Association and the Underwriters’ Labo- 
ratories are all co-operating with the 
program and have continuing activities 
in connection with it. 


Percy B. Dutton Gives Up 
His General Agencies 


TO EXPAND HIS LOCAL AGENCY 





Served Companies as State Manager for 
Quarter of a Century; Widely 
Known in This State 





Percy B. Dutton, who for a quarter 
of a century has been manager in New 
York State of a group of fire insurance 
companies, has retired as a general agent 


and in future will devote all of his time 
to the conduct of the local agency he 
established in Rochester thirty years 
ago. The fire companies in his local 





PERCY B. DUTTON 


agency will be the Eureka-Security, the 
United American and the Republic of 
Pittsburgh. His association with the 
Republic has extended over a period of 
twenty-five years. In casualty insurance 
his leader will be the Public Indemnity 
of Newark. Associated with him in the 
local agency are his brothers, Jesse H. 
and Charles P. Dutton, who have been 
conducting the local agency for some 
years, and his nephew, Walter Dutton, 
who for seven years has been special 
agent of companies in the Dutton state 
department, 

For five years Mr. Dutton was a local 
agent in Rochester and then took on 
the management in New York State for 
the Superior and Republic. Later the 
Capital was added and for ten years he 
represented the Georgia Home. The 
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insurance. 


one already formed. 


length of time. 





Provide life insurance FIRST! 


advises an experienced business man 


"THE first step toward building 
a fortune, says John K. Barnes in the 
World’s Work, is to take out sufficient life 
This is the only way in which 
the completion of the estate can be insured 
against the great uncertainty of life. 


Every life underwriter knows how important is life 
insurance in building the foundation of an estate and protecting 


This suggestion is especially pertinent in the case of persons 
working on fixed incomes and whose salary or its necessary 
equivalent must be continued in some form for a reasonable 





LIFE INSURANCE COMPANY 
OF BOSTON. MASSACHUSETTS 
Insurance in force 3 billion 300 million dollars: Assets 
$542,140,978; Reserves and all other liabilities 
$502,453,577; Surplus $39,687,401 

















Allemania was also in the office and for 
some time the General of Seattle. 
Once Had State for Six Companies 
At one time Mr. Dutton had the New 
York State territory for six fire insur- 
ance companies and he served them well. 
They were not the giant companies, but 
were solid financially and found it to be 
of advantage to be represented in the 
largest state of the union in an office 
ably conducted with business well super- 
vised and having the economical benefits 
which came through other companies of 
the same or similar size being in the 
office. He made money for his com- 
panies and during the twenty-five years 
appointed several hundred agents. Few 
men in the business have a wider knowl- 
edge of conditions in the large territory 
of New York State. The situation in 
fire insurance has changed considerably 
in the last few years. With the organi- 
zation of the Eastern Underwriters As- 
sociation and the growth of mergers by 
which some of the companies in the 
Dutton office became members of the 
largest insurance groups in the country 
old lines of affiliation faded. 
Letter to Field From President Dawes 
In a letter to the field force of the 





INSURANCE COMPANY 


of NEW YORK 


Head Office: 
J. A. KBLSBY,President 


80 John Street, New York 


G. Z. DAY, Vice-Pres. and Secy. 


STATEMENT DECEMBER 31, 1929 
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OTHER LIABILITIES.............. 
SEE MN, what ceccasaesinaee’s 
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2,319,515.19 
4,937,706.22 





Eureka-Security, President B. G. Dawes, 
Jr., said: 

“Gentlemen: Favorable to the request 
of Percy B. Dutton, our general agent 
at Rochester, we have arranged for New 
York State agents to report directly to 
the Home Office of the company on and 
after June 1, 1930. We have been en- 
tirely satisfied with the success of our 
company in New York State under Mr. 
Dutton’s management and we would 
have been pleased to have him continue 
as before. Mr. Dutton has explained to 
you his reasons for resigning, and I am 
sure you will join with us in wishing 
him every success in the local agency in 
Rochester.” 





BLUE GOOSE GOLF MEET 
The New York City pond of the Blue 
Goose will hold a golf tournament at 
Crestmont, West Orange, N. J., on 
Thursday, September 25. If enough 


members of the pond signify their in- 
tention of going by bus, a forty-passen- 
ger bus will be chartered to run to the 
golf club either from Journal Square, 
Jersey City, or Newark. 





DEATH OF J. F. CURTIN 

Joseph F. Curtin, assistant secretary 
of the Detroit Fire & Marine, died sud- 
denly at his home in Detroit last Sunday 
evening. He had been with that com- 
pany for several years. He is survived 
by his widow. Funeral services were 
held Tuesday and the body shipped to 
Milwaukee for burial. 





JERSEY: LOSSES DROP 
For the first half of August the esti- 
mated losses in New Jersey have been 
about $225,000, which is a decided drop 
over any similar period of the present 
year. 
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Oklahoma City Rate 
Hearing Is Postponed 


SCHEDULED FOR NOVEMBER 17 





Meanwhile Local Authorities Are Trying 
to Get Companies to Lower Rates; 
Long Fight Is Expected 





Fire insurance companies will be tur- 
ther delayed in securing an increase of 
$1 per $100 of coverage in Oklahoma 
City on account of the increased hazards 
created by oil well drilling through post- 
ponement of the hearing on the rate in- 
crease from August 15 until November 
17, it was announced this week by A. 
L. Roark, secretary of the Oklahoma 
State Insurance Board. While the fire 
companies are seeking the rate increase 
the city authorities are countering the 
move by a request for reducations in fire 
rates. 

The city’s request, filed July 31, to 
supplement its general protest of the 
proposed increase, asked for a decrease 
in the present fire insurance rates upon 
the ground that the policyholder be giv- 
en consideration for all sources of in- 
come to the insurance companies instead 
of just premium income and demanded 
that the Insurance Board call upon the 
companies to furnish detailed informa- 
tion concerning premium incomes, rent 
incomes, interest earnings, banking prof- 
its and the expenses in connection there- 
with and to decide what rates would be 
fair and equitable after taking all mat- 
ters into consideration, the secretary 
said. 

“It offers a question identical with the 
Kansas rate case which has been in the 
courts for the last six years. The at- 
torney general already has given an opin- 
ion holding that the Insurance Board 
is entitled to give consideration to the 
entire business of the insurance compa- 


. nies in determining rates. 


Companies Protest Rate Cut Proposal 

“The insurance companies through Mr. 
Ingalls and F. A. Rittenhouse, attorney, 
protested against the board issuing an 
order to compel the insurance companies 
to furnish the data called for in the city’s 
application without some proof being 
shown by the city that rates now in 
effect are too high, contending such an 
order would cost the insurance com- 
panies a minimum of $100,000 and the 
expense probably would amount to sev- 
eral times that amount. 

“Their protest states such an order 
would be grossly unfair without some 
proof in advance that the present rates 
are excessive. The question of whether 
the board should issue the order has been 
referred to the attorney general. If the 
attorney general holds the Insurance 
Board should not require the companies 
to furnish the information, then it will be 
the duty of the city to furnish the proof.” 





E. W. HALL WITH GENERAL 

E. W. Hall, formerly a vice-president 
of the National Union Fire at the home 
office in Pittsburgh, has joined the Gen- 
eral of America at the Seattle home 
office as executive vice-president. He 
will hold the same position also with 
the First National of this group and will 
have charge of the fleet’s expansion 
plans in underwriting and_ territorial 
growth. Mr. Hall had some of his early 
experience in California and in the Pa- 
cific Northwest before joining the Na- 
tional Union. He left that company 
about a year ago. 


TO SEE BLACK HILLS COUNTRY 


Elaborate Sight-Seeing Plans of Blue 
Goose at Meeting September 
9-10-11-12 

The annual meeting of the Blue Goose 
will be held in Black Hills, S. D., Sep- 
tember 9, 10, 11 and 12. The Northwest- 
ern Railway Band of eighty-two pieces 
will play in the ball room following the 
dinner of September 9. This is through 
the courtesy of Denny P. Lemen, sec- 
retary of the Queen City Fire Insurance 
Co. of South Dakota. 

On September 10 an automobile sight- 
seeing trip will be taken through the 
Southern Hills. Points of interest cov- 
ered on the trip will be Needles Road, 
Sylvan Lake, Custer, Hot Springs, Wind 
Cave National Park and Game Preserve, 
Mount Coolidge. Dinner will be served 
at the State Game Lodge, 1927 summer 
home of Calvin Coolidge. 


BARBER & BALDWIN TROPHY 


Offer Cup to Be Presented for Most 
Meritorious Flying Performance at 
Chicago Air Races 
Barber & Baldwin, Inc., well known 
aviation insurance underwriters, an- 
nounge that they have donated a trophy 
to be competed for at the National Air 
Races to be held in Chicago on August 
23. The following unusual and inter- 
esting conditions under which the award 

will be made have been laid down: 

“To encourage efficient flying under 
every-day practical conditions, a cup to 
be called: the Merit Trophy will be given 
to the pilot who in the opinion of the 
committee of judges accomplishes the 
most meritorious flying performance at 
the National Air Races. Thus neither 
the pilot ‘whose performance is the re- 
sult of excessive or unreasonable risk, 
nor the flyer whose accomplishment is 
achieved under conditions of unreason- 
able excess caution, is eligible for the 
award. The object is to encourage high- 
ly accomplished flying within reasonable 
limits of risk.” 


L. & L. & G. VA. CHANGES 

Arthur M. Travers, special agent of 
the Liverpool & London & Globe for 
eastern Virginia with headquarters at 
Norfolk is advising agents in the field 
that he is planning to retire October 1. 
He long supervised the entire state for 
the company with headquarters at Rich- 
mond. A few years ago the state was 
split in two, W. T. Dent being given 
supervision over the western portion 
with headquarters at Roanoke while he 
was transferred to Norfolk and placed 
in charge of the remainder of the terri- 
tory in the state. It is understood that 
the company plans to transfer Mr>Dent 
to Richmond after October 1, giving him 
supervision over the entire state. 


CANCEL FIRE HOUSE COVERS 

Fire insurance policies on the twenty-~ 
four fire stations of Houston, Tex., which 
have been insured for the past eight 
years at an average cost of $16 a sta- 
tion per year with a coverage of more 
than $175,000 have been canceled by the 
city council. “Firemen should be able 
to put out fires in their own station,” 
the city fathers argued in loud terms 
when they discovered that the stations 
were insured. “Who ever heard of a fire 
station having fire insurance. It is ridic- 
ulous. If they can’t put out fires in their 
own stations we might as well disband 
the fire department.” 

















U. S. FIRE LOSSES INCREASE 


Total for July Was $34,847,750 or 8.92% 
Above the Same Month Last Year; 
Figures for Seven Months 

Fire losses in the United States dur- 
ing July as compiled from the reports 
to the National Board of Fire Under- 
writers reached a total of $34,847,750 as 
compared with $31,985,493 in July of 1929. 
This represents an increase of close to 
9% which is all the more unfortunate 
because of a corresponding decline in 
premium income during the same 
months. Fire insurance as a whole will 
not show much, if any, of an underwrit- 
ing profit for 1930. 

For the first seven months of the year 
the fire losses of the whole country show 
an increase of $15,069,198 over the same 
period last year. The following table 
gives the month-by-month figures for 
1929 and this year to date: 








1929 1930 
po ere re ee ee $44,713,825 $42,847,000 
WONG. . 6.5 oth aacae 41,520,290 43,206,940 
WEN 2c ccc cacshicsas 41,277,814 42,964,392 
pO eee eee eet ET Ce 36,845,795 43,550,996 
MOE cis iceclssnedecs 32,129,408 38,415,142 
WUE sae Sceeeasaeed 33,605,663 31,818,266 
WOR ce waesdadeddss 31,985,493 34,847,750 

Total 7 months. ..$262,078,288 $277,147,486 
AMGUEE «2 cc ccsccscces 30,446,893 == ccvccccee 
ee. Ee ye me 
CGN. case ge ssicelee 31,652,385 © = dcccccece 
November ........... 29,061,860 = ..ncedcece 
eet on nea S0,.DU5 398  uvcdeadae 





Total 12 months. . .$422,215,128 





NORTH AMERICAN FIGURES 


A decrease of about $400,000 in sur- 
plus is reported by the Insurance Co. of 
North America in the first six months 
of the present year, but compared with 
the corresponding date in 1929 the sur- 
plus increased $4,500,000. The surplus 
as of June 30 this year was $39,920,010 
compared with $40,349,023 on December 
31, 1929, and $35,498,879 as of June 30 
of last year. Unearned premium reserves 
were off about $400,000 the first six 
months, being $28,309,356, compared with 
$28,703,818 on December 31, 1929, and 
$29,401,576 on June 30, 1929. Unearned 
premium reserves for 1928 and 1927, re- 
spectively, were as follows: $28,670,799 
and $25,139,261. Assets on June 30, 1930, 
were $88,495,646; on December 31, 1929, 
$89,789,006; on June 30, 1929, $86,190,400; 
on June 30, 1928, $69,469,254, and on 
June 30, 1927, $63,930,163. 





W. B. McILWAINE DIES 


William B. McIlwaine, long an out- 
standing member of the Petersburg 
(Va.) bar, who died last week, was a 
brother of the late Archibald G. Mc- 
Ilwaine, former president of the Orient 
and United States manager for the Lon- 
don & Lancashire. He was an uncle of 
John W. Friend, Virginia state agent for 
the Phoenix of Hartford, and Robert 
McIlwaine Friend, manager of the Rich- 
mond office of the Fire Companies Ad- 
justment Bureau. 





LICENSED IN N. Y. STATE 
The Chicago Fire & Marine, Great 
Lakes of Chicago, Fidelity Union Fire 
of Dallas, Presidential Fire & ‘Marine 
of Chicago and the Dixie Fire of Greens- 
boro, N. C., have been licensed to trans- 
act fire insurance in New York ‘state. 


Smith Seeks Fewer 
Companies and Agents 


ADDRESSES MINNESOTA AGENTS 





National Ass’n President Urges Member- 
ship in That Body as Best Way Out 


of Present Troubles 





Fewer companies and fewer agents will 
go far toward stabilizing the insurance 
business and making it more popular 
with the public, President Clyde B. Smith 


of the National Association of Insurance 
Agents told the members of the Minne- 
sota Association at their convention in 
Duluth yesterday. Mr. Smith said the 
companies and agents need a stiffer back- 
bone and more self-respect so that they 
can pass on a good appearance of them- 
selves and their mutual relations to the 
public. 

As a step in the right direction Mr. 
Smith urged more widespread member- 
ship in the National Association, state 
bodies and local boards by local agents. 

“The business of insurance needs the 
National Association of Insurancé 
Agents, the organization that is today 
doing so much to stabilize that business,” 
said Mr. Smith. “The non-affiliated agents 
of the country need the association more 
than the association needs them because 
there is no agent worth the name who 
will not gain through affiliation with this 
very successful trade organization. 

“A great majority of the companies 
are friendly to the association. Why 
should they not be? We stand for that 
which is good in the business—good for 
the public, the companies and ourselves. 
In my opinion the time is not far off 
when the agent who is outside the pale 
will be denied the benefits the organiza- 
tion has brought about. 

Feed Income to Co-operating Companies 

“If we are to get the co-operation we 
wish from our companies we must show 
the same spirit in return. When there 
are sO many companies that believe in 
us and in our organization it seems in- 
consistent for an agent, be he a mem- 
ber of the association or not, continually 
to feed premiums to those who would 
like nothing better than to see our asso- 
ciation a thing of the past. 

“No company representative, whether 
he be special agent or executive, who 
tells you he does not believe the Nation- 
al Association of Insurance Agents is 
operated for the benefit of the business 
in general or the agents in particular, 
deserves a place for his supplies in your 
office. Thank God there are but a few 
of this class left and these few still 
maintain they have a perfect right to ap- 
point any man as their representative 
who can produce a few dollars in premi- 
ums. Possibly, they do have this right 
but they should be compelled-to get all 
their income from this class of agents. 
If this could be brought about there 
would soon be a change of heart, for 
the profits from this comparatively small 
volume of premiums would not pay the 
president’s: salary.” 





DEATH OF T. D. WEST 


Theodore D. West, prominent insur- 
ance broker of Philadelphia, died in that 
city last Thursday. He is survived by 
his widow and four daughters. He was 
a native of Florida and a son of former 
United States Senator West of that 
state. 
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31 Cos. in Red Bank 
Merger of Two Agencies 


ALLAIRE AND COOPER OFFICES 





In 1873 Allaire Agency Was Established; 
Has Represented Home for 
Forty-two Years 





The insurance offices of Allaire & Son 
Agency, Inc., and Alexander D. Cooper 
of Red Bank, N. J., have been consoli- 
dated. These agencies are two of the 


oldest firms in Red Bank and are among 
the leaders in the insurance and real 
estate field. The combined business will 
be conducted under the name of Allaire 
& Son Agency, Inc. 

The Allaire agency was established in 
1873 by the late Edward S. Allaire, Sr. 
His son, Edward S. Allaire, Jr., became 
a partner in 1892 and sole owner upon 
his father’s death in 1898 the business 
being conducted under the firm name of 
Allaire & Son until February 1, 1929, 
when Hubert. M. Farrow and Robert G. 
Macdonald were admitted as members 
and the business incorporated under the 
title of Allaire & Son Agency, Inc: 

The Cooper agency was started many 
years ago by E. D. Morgan and later 
continued by Thomas Davis, Jr. Mr. 
Cooper purchased the business on No- 
vember 1, 1902, and he has since con- 
ducted it. In 1921 Mr. Cooper purchased 
the William H. Houston insurance agen- 
cy following Mr. Houston’s death a few 
weeks previously. 

E. S. Allaire, Jr.. Once With the Home 


Allaire & Son Agency, Inc., since it 
was founded by Edward S. Allaire, Sr., 
in 1873 has continuously represented the 
Home Insurance Co. of New York, being 
the first agency to be appointed in Mon- 
mouth county, N. J. Edward S. Allaire, 
Jr., president of the corporation, served 
his apprenticeship in the New York of- 
fice of the Home for four years—from 
1888 to 1892—after which he became a 
partner with his father. Thus his own 
connection with the Home for forty-two 
years has earned for him enrollment as 
a Home veteran, receiving some time ago 
the company’s memento for long serv- 
ice. Several other representative compa- 
nies have been in this: agency nearly as 
long as the Home. The new consolida- 
tion represents a total of thirty-one com- 
panies. The list is especially strong as it 
includes the Aetna (Fire); Hartford, 
Springfield F. & M., Queen, New Hamp- 
shire, American Eagle, Scottish Union & 
National, Insurance Co. of State of Pa., 
Norwich Union, United States, National 
Union, Westchester, Commercial Union, 
Phoenix of. London, City of New York, 
Philadelphia F. & M., Phoenix of Hart- 
ford, Niagara, Anglo-American Under- 
writers, North British & Mercantile, 
Northern of London, American Central, 
Sun and Caledonian; also Travelers In- 
surance Co., Travelers Indemnity, Amer- 
ican Surety, New York Casualty and 
American Automobile Insurance Co. 

Edward S. Allaire organized the Red 
Bank Real Estate Board in November, 
1922, serving as its first president. Be- 
sides being a member of the local board 
this firm is a member of the New Jersey 
Association of Real Estate Boards as 
well as the parent body, the National 
Association of Real Estate Boards, be- 
ing also members of the New Jersey 
Association of Underwriters and the par- 
ent body, the National Association of In- 
surance Agents as well as the Red Bank 
Chamber of Commerce. Mr. Allaire also 
is vice-president of the Red Bank In- 
surance Board. 

Allaire & Son Agency, Inc., real estate, 
has made many of the important real es- 
tate sales at or near Red Bank along beth 
shores of the Shrewsbury River; also at 
Rumson and on the Rumson Road and 
vicinity. The latest important sale be- 
ing the property on the southwest cor- 
ner of Broad and Monmouth streets, 
Red Bank, at present occupied by the 
Methodist Episcopal Church, to the Mer- 
chants Co. of Red Bank, which contem- 


EMPIRE FIRE OPTIMISTIC 


Believes Well-Managed Company Is in 
Stronger Statistical Position 
Now Than Heretofore 
The statistical position of the well- 
managed company in the insurance field 
is stronger than ever before as the re- 
sult of the recent months of curtailment 
of general business activity according to 
Frederick I, Ettlinger, president of the 

Empire Fire of Brooklyn. 

“Lowering of commodity: prices and 
decreasing of inventories, plus the slack- 
ening of building and automobile produc- 
tion, have had the cumulative effect of 
decreasing the insurance _ liabilities 
throughout the field. Today, with in- 
surance property and commodities. at 
flower values, the amount of insurance 
carried has naturally adjusted itself to a 
lower total. 

“Meanwhile, over a period of the last 
two or three years there -has. been a 
huge expansion of capital funds in the 
insurance field. Older companies have 
increased their capital structure: through 
rights to stockholders, while. additional 
companies have entered the - field with 
new capital funds. Hence, we see under 
present conditions that the insurance 
field is facing lesser liabilities with in- 
creased capital funds.” 








plates erecting on this site a modern 
banking office and mercantile building to 
cost $1,000,000. The purchase price of 
this particular property was $250,000, the 
location being in the heart of: the busi- 
ness center of Red Bank and nearly 
opposite the post office building about 
to be erected by the United States Gov- 
ernment, as well as a few feet from the 
proposed office building of the Jersey 
Central Power & Light Co. 

The present personnel of the combined 
offices will continue. J. Winfred Aul, 
who has been associated with the Allaire 
agency since 1899, will continue as office 
manager. 


AMERICAN RESERVE OFFICERS 


Directors of the American Reserve last 
week elected officers following the mer- 
ger of the Re-Insurance Corporation of 
America with the company. The follow- 
ing were re-elected: T.-B: Boss, presi- 
dent and underwriting manager, and ‘A. 
T. Tamblyn, vice-president and secre- 
tary. Edward L. Mulvehill who has been 
in active charge of’ the affairs of the 
Re-Insurance Corporation as executive 
vice-president, was elected: treasurer of 
the American Reserve. He is the son 
of J. H. Mulvehill, vice-president of the 
Globe & Rutgers, and is twenty-nine 
years of age. He was formerly with two 
investment banking houses before enter- 
ing insurance. President Boss told the 
directors that the premium income of 
the American Reserve so far this year 
was larger than for the same period 
last year. 


MEYER WITH COSMOPOLITAN 


C. C. Meyer, Jr., has been appointed 
special agent of the Cosmopolitan. Fire in 
eastern New York and New Jersey, ef- 
fective September.1. He -will make his 
headquarters at the home office of the 
company at 75 Maiden Lane, New York. 
Mr. Meyer received his early training 
with the Sun of London and lates was 
a special agent of the Royal Exchange 
for six years. For the last two-years he 
has been with Corroon & Reynolds, 
Inc., in the New Jersey field. 





HANNA WITH NATIONAL UNION 


Dillard S. Hanna has left the Atlantic 
marine department of the Fireman’s 
Fund to take charge of the inland ma- 
rine department of the National Union 
Fire at Pittsburgh. He. was with the 
Insurance Co. of North America for nine 
years and last year joined the Fireman’s 
Fund in San Francisco. He was later 
transferred to.New York to handle: in- 
land marine. He is well fitted by ex- 
perience and ability for his new post. 
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New Records 


in Life Insurance 


kn new business of the Connecticut 
General Life Insurance Company for the 
month of June was the largest of any month in 


the entire history of the company. 
business written during the first six months of 
1930 increased substantially over that written in 
the same period of 1929 


This is an impressive record and is significant of 
the ability of well-managed life insurance com- 
panies to forge ahead regardless of general busi- 
c ness unsettlement. Nineteen thirty to date has 
been an unusually good year for life insurance 


€ 

é ; 

j One fifth of the total investment holdings of In- 
C suranshares Certificates Incorporated are in the 
life insurance business. The largest single invest- 
‘ ment of the company is in stock of the Connecti- 
cut General Life Insurance Company. 


€ We shall be glad to send to those interested 
full details of the portfolio and operations 
of Insuranshares Certificates Incorporated. 
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Underwriters and Distributors 
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Methods for reduction and 
control of 
ACQUISITION AND 

' OTHER COSTS 
are outlined in the booklet 


“BUDGETARY CONTROL 
FOR INSURANCE © 
COMPANIES” 


Copies will be sent to interested 
executives 


- Scovell, 
Wellington 


and Company 
Accountants—Engineers 
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ford’ also ranking close’ to the top. 
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Insurance Commissioner Permits Writ- 
ing of Supplemental Covers on Fall- 
ing. Aircraft, Explosion, Hail, Riot 
Insurance Commissioner.’ Frank A. 

Smith of New Jersey last week approved 

for use in that state a supplemental con- 

tract in connection with fire insurance 
policies to cover against loss or damage 
by falling aircraft, explosion, hail, riot 
and/or windstorm. The commissioner - 
states that in using these supplemental 
contracts only the covers actually used 
are to be mentioned with the special 
provisions relating to coverages not 
granted being omitted. 

Leon A. Watson, expert of the Sched- 
ule Rating Office of New Jersey, informs 
the firé companies that the anti-discrim- 
ination law of New Jersey applies to 
these lines of insurance but the rates 
for the supplemental ‘lines need not be 
filed as they are outside the jurisdiction 
of. the rating office. 





-G. E. GRIFFITH, JR.. PROMOTED 


The Travelers has transferred, effec- 
tive’ September -1, Charles -E. Griffith, 
Jr., as assistant. manager from the Des 
Moines (Iowa) office to the New Or- 
leans (La.) territory. In his new assign- 
ment Mr. Griffith will be associated with 
W. S. Leake; manager in the territory 
of the New Orleans office, and under 
the supervision of Manager Leake. Mr. 
Griffith’s territory will consist of the 
states of Louisiana, Mississippi and Ar- 
kansas. Mr. Griffith has been connected 
with: the Travelers. Fire: the. last four 
years, having entered the home office 
training: school in. November, 1926, fol- 
lowing h’s graduation from the Univer- 
sity of Nebraska. He was assigned first 
as a special agent to the Detroit office 
of. the company, and- was transferred in 
August, 1927, to Des: Moines. where he 
was made assistant manager in April of 
last. year. 





BOSTON PREMIUMS OFF 4% 


Boston fire insurance premiums for the 
first half of this year have declined in 
comparison with the same period of 1929 
but. have not shown as heavy a reduc- 
tion as reported for New York City. 
Up to June 30 the Boston premiums 
were $4,158,091 as against $4,327,794 for 
the corresponding months of last year. 
The decrease was about 4%. The Home 
with $105,134 led in Boston with the 
Royal, Pennsylvania, Hartford Fire, 
Great American and National of Hart- 
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The America Fore Companies write a 
special policy to cover valuable silverware. 











The AMERICA FORE GROUP of Insurance Companies 


THE CONTINENTAL INSURANCE COMPANY  FIDELITY-PHENIX FIRE INSURANCE COMPANY NIAGARA FIRE INSURANCE COMPANY 


AMERICAN EAGLE FirRE INSURANCE COMPANY FIRST AMERICAN FIRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 
ERNEST STURM, Chairman of the Boards 


Eighty Maiden Lane, rom PAUL L. HAID, President SBS N Cw York 2 N.Y 
THE FIDELITY AND CASUALTY COMPANY 
ERNEST STURM, Chairman of the Board 
WADE FETZER, President 


NEW YORK CHICAGO SAN FRANCISCO —~ . ATLANTA DALLAS. MONTREAL 
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Rainfall and Cooler 
Weather Aid Outlook 


AGENTS SEE SELLING EASIER 





Summer Heat Reduced Activity So That 
Many Producers Gave Up Trying 
to Force Business 





Rain may extinguish fires but right 
now it is looked upon as something to 
stimulate business activity in many lines, 
including. insurance. The end of the 
summer drought and the advent of cool- 
er weather many insurance men believe 
will prove the spark necessary to pull 
business out of the coma into which it 
was fast falling during hot July. 

Home office executives said a few 
weeks ago that the heat was causing 
even aggressive and persevering local 
agents to cut down on their efforts to 
increase production. These local men 
found that their physical and monetary 
attempts to bring in new business were 
far in excess of results achieved and so 
they consciously curtailed their expendi- 
tures, preferring to wait until their pros- 
pective customers were in a more recep- 
tive mood, The heat destroyed both the 
desire to buy and the initiative to sell. 
Generally one thinks that with business 
in general dull attempts to maintain pre- 
mium income would be.redoubled. Local 
agents did follow this natural course of 
procedure, being on the whole good bus- 
iness men, but the weather proved an all 
powerful opponent. 

The first week in August probably 
witnessed the low point in fire premium 
production for the year. Last week’s 
rains and the sharp drop in temperature 
in this part of the country have both 
dissipated a lot of fears about crop fail- 
ures and installed greater vitality in 
agents and the public. People now are 
beginning to believe that, after all, luck 
is not altogether against them and are 
acting more like their normal selves. 

Few insurance officials believe that 
whatever gains are made in the last six 
months of the year will offset the losses 
in income for the first half of 1930 but 
they do express the opinion that Sep- 
tember will witness the start of a busi- 
ness revival which will brighten the out- 
look considerably and mark the first 
real upturn in the insurance business 
since the depression began nearly a year 
ago. 

Activity has been so slow during re- 
cent months that fire insurance execu- 
tives say that there must be a growing 
backlog of business which must fall into 
agents’ hands in the near future. The 
reluctance to buy has been attributed to 
numerous factors including decreased 
purchasing power, less property to in- 
sure and a fear that actual monetary 
resources must be conserved against a 
continuance of business reaction. With 
some of ‘that fear once cleared away the 
road will be opened for a return of con- 
fidence in the future and a realization 
that more insurance protection is essen- 
tial as a means of safeguarding programs 
of expansion. 

The collection problem, which today is 
one of the real troubles of the average 
local agent, hinges for its solution upon 
this same brightening of the horizon. 
The worse the outlook the slower back- 
ward assured are to pay even though 
they are able to settle their insurance 
accounts. They prefer to maintain their 
bank accounts against other possible 
emergencies and permit the local agent 
to wait or cancel the insurance. With 


an improved outlook such as is expected - 


’ this autumn these back debts will become 
collectible more easily as the public re- 
leases its reservoirs of credit and looks 
to future business for profitable returns. 





LOSES LICENSES 
All licenses of Michael W. Glynn of 
3276 Westchester avenue, The Bronx, 
have been revoked by the New York 
state insurance department. 
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based on a record of 
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agents and policyholders 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


75 Maiden Lane, New York 
HART DARLINGTON, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
HART DARLINGTON, President 


75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


HART DARLINGTON, Chairman of the Board 
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Analyzes High Costs 
Of Aircraft Risks 


MAJOR LLOYD AT CHICAGO 





Barber & Baldwin Executive Says Fire 
Rates Are Much Higher Than the 
Business Would Like 





High fire insurance costs for airplane 
coverage are due in large part to phys- 
ical imperfections in hangars and care- 
lessness in the care of planes according 
to Major George L. Lloyd, first vice- 
president of Barber & Baldwin, Inc., who 
spoke Wednesday in Chicago at the first 
National Legislative Air Congress. He 
said also that the aircraft writing com- 
panies are losing more money in provid- 
ing insurance against damage to an air- 
craft arising out of flight than on any 
other of the usual aircraft coverages. The 
casualty insurance sections of Major 
Lloyd’s speech appear elsewhere in this 
issue. 

Major Lloyd said that the insurance 
companies were reluctant to charge the 
comparatively high rates now in force 
for they reduced the total premium in- 
come by driving off a large number of 
plane owners. Nevertheless, the actual 
loss experience is such that the present 
rates must be charged or the companies 
will suffer a huge underwriting loss. The 
insurance companies have gone a long 
way in suggesting remedies to lessen 
present fire hazards, Mr. Lloyd said, but 
hardly sufficient notice has yet been tak- 
en from them. 

Hangar fires resulting in the destruc- 
tion of ‘a number of planes at one time 
are seriously engaging the attention of 
underwriters, the major said. The under- 
writers are recommending as far as they 
can that hangars be built in a series of 
small compartments, each sufficient to 
hold one airplane and thus breaking up 
a concentration of high values. Some 
of the objections to this suggestion are 
that the saving of insurance costs would 
not offset the building expenses and in 
addition the planes would be scattered 
too widely for efficient and quick re- 
pair service. 


Graphic Picture of Fire Hazards 

Speaking on some of the problems of 
fire underwriters on air risks, Major 
Lloyd said: : 

“The peril of fire is familiar to all. 
From the time that matches are taken 
away from him as a small boy, the aver- 
age man in the street has a full appre- 
ciation of the horrors of fire and knows 
a fair amount about how fires are caused, 
how they can spread and how they can 
dislocate the normal function of a house- 
hold, a factory and even a town. I 
would like to take such a man to a 
typical air port and show him the obvi- 
ous dangers of fire in a service hangar 
as it exists today. He would see perhaps 
in one corner of the hangar, mechanics 
clambering about an engine, changing 
plugs or examining leads, etc. In an- 
other corner there might be a machine 
with gas tanks being drained into a tray 
placed underneath. ; 

“The floor would be spotted with oil 
and grease, waste and oil rags would 
be lying about, and a strong odor of 
gasoline would probably be noticeable. 
My companion perhaps would be smok- 
ing and for that matter, I might be my- 
self, and no one would stop us although 
no doubt ‘NO SMOKING’ signs would 
be posted about the place. It is con- 
ceivable that acetylene welding would be 
proceeding either at a bench or on one 
of the machines needing some repair 
work. I think it is hardly necessary {or 
me to elaborate on the underlying mean- 
ing of all this. : 

“In the fire insurance business, engi 
neers employed by insurance companies 
have done a tremendous amount of good 
work in cutting down avoidable loss 

through fire. They inspect premises oF 
go over plans before construction, make 


(Continued on Page 30) 
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JANUARY 1, 1930 STATEMENTS 








NEAL BASSETT, President JOHN KAY, Ma and Treasurer 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d 


FIREMEN’S INSURANCE COMPANY. 


OF NEWARK, NEW JERSEY 





















U, 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$60,811,870 $14,495,225 $18,777,000 $27,539,645 $46,316,645 
MY TNE ertint WELLS T. BASSETT, Verret __anctrmac 20GB EAY,S'pr Sie 


THE GIRARD F. & M. INSURANCE CO. 
$ 6,252,740 $ 3,401,657 $ 1,000,000 $ 1,851,083 $ 2,851,083 


NEAL . President . JOHN KAY, \ Sot “he pumas 
. _ A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres 


MECHANICS INSURANCE CO. 
$ 5,078,813 $ 3,335,593 $ 600,000 $ 1,143,219 $ 1,743,219 


NEAL bag 


President : JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


NATIONAL - BEN FRANKLIN FIRE INS. CO. 
$ 5,233,116 $ 3,070,630 $ 1,000,000 $ 1,162,486 $ 2,162,486 


NEAL BASSETT, Presiden JOHN KAY, he 
A. H. HASSINGER, ‘Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, ce-Pres’t 


SUPERIOR FIRE INSURANCE CO. sts 
$ 5,073,876  $ 3,061,200  $ 1,000,000 $ 1,012,676  $ 2,012,676 


NEAL BASSETT, Chairman of Board 
W. E. WOLLAEGER, President JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d ‘V: 


CONCORDIA FIRE INSURANCE CO. pS 
$ 5,564,987  $ 3,078,063 $ 1,000,000 $ 1,486,923 $ 2,486,923 


L. JA! » President NEAL BASSETT, Vice-President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD 


CAPITAL FIRE INSURANCE CO. pcan 
$ 652,382 $ 13,200 $ 300,000 $ 339,182 $ 639,182 
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NEAL BASSETT, Chairman of Board 


H. YUNKER, Presiden HN Ray. Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD JREMP, 2 Vice-Pres't v9 


MILWAUKEE MECHANICS’ INSURANCE CO. 
$13,045,126 $ 7,886,590 $ 2,000,000 $ 3,158,536 $ 5,158,536 





NEAL BASSETT, Chairman of Board 


J. SCOFIELD ROWE, President . WM. BURTON, Vice-President 
d, J. C. HEYER, Vice-President EARL R. HUNT, Vice-President WM. P. STANTON, Vice-President S. K McCLURE, Vice-President 

an JOHN KAY, Vice-President A. H. HASSINGER, Vice-President | WELLS T. BASSETT, Vice-President 

ic 






METROPOLITAN CASUALTY INSURANCE CO. 
$14,945,383 $10,320,195  $ 1,500,000  $ 3,125,187  $ 4,625,187 


NEAL BASSETT, Chairman of Board 
bedi FEIGENSPAN, Presiden’ 


W. VAN WINKLE, Vice-President 
C. FEIGENSPAN, Vice-President JOHN KAY, Vice-President 
H. HASSINGER, V. WELLS T. BASSETT, Vice-President 


COMMERCIAL CASUALTY INSURANCE Co. 
$14,741,017 $ 9,712,813 $ 2,500,000 $ 2,528,203 $ 5,028,203 


$131,779,040* $58,562,251 $49,400,938 


WESTERN DEPARTMENT EASTERN DEPARTMENT 























ch PACIFIC DEPARTMENT 
ee: 844 Rush Street, Chicago, Ill. N 10 ee sigs San Francisco, California 
he H. A. CLARK, Manager - ewark, New Jersey 05 Sitieuns Qian 

er Ass’t Managers CANADIAN DEPARTMENT W. W. & E. G. POTTER, Managers 
for H.R. M. SMITH 461-467 Bay St., Toronto, Canada Ass’t 


JAMES SMITH FRED. W. SULLIVAN MASSIE & RENWICK, Ltd., Managers ‘JOHN. COONEY CHAS. H. GATCHEL 


* Capital and Surplus of affiliated companies owned by Firemen’s, appear in gross assets of both. 


LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
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Oregon Construes 
Mortgage Clause 


PROTECTED ON VACANCIES 





Attorney General Rules in Favor of 
Mortgagee in Absence of Any Court 
Decisions on Question 





The attorney general of Oregon was 
asked to rule whether the interest of a 
mortgagee is or is not protected in the 
absence of any definite statement in a 
fire insurance policy when the original 
policyholder violates the vacancy clause 
and voids his own coverage. He held that 
he believed that the clause in the policy 
reading that the mortgagee’s interest 
“shall not be invalidated by any act of 
neglect of the mortgagor or owner” cov- 
ers vacancy of the property and that the 
courts would hold such language suffi- 
cient for this purpose. He advises, how- 
ever, that there should be a definite pro- 
v:sion in the mortgage clause by way 
of an attached rider that the interest 
of the mortgagee shall not be invalidated 
by reason of vacancy of the mortgaged 
property. In his ruling Attorney Gener- 
al I. H, Van Winkle says in part: 

“T have your oral request for my opin- 
ion as to the extent of protection in case 
of vacancy of property insured under 
fire insurance policies bear:ng mortgage 
clause ‘Standard Forms Bureau Form 
No. 371 (Dec., 1927),’ which provides: 

“Subject to and in consideration of the 
terms, covenants and conditions set forth 
in this rider, this insurance, as to the 
interest of the mortgagee only there‘n, 
Shall not be invalidated by any act or 
neglect of the mortgagor or owner of the 
within described property, nor by any 
foreclosure or other proceedings, or no- 
tice of sale relating to said property, nor 
by any change in the title or ownership 
of said property, nor by the occupation 
of the premises for purposes more haz- 
ardous than are perm‘tted by this pol- 
icy.’ 

Not Construed by Court 

“IT find no decision of the Oregon Su- 
preme Court directly construing this 
clause. However, the court touched upon 
the subject in the case of Smith v. Ger- 
mania Fire Insurance Co. of New York, 
202 Pac. 1077, 102 Or. 569, 578, 19 A. L. 
R. 1444. Said case was an action insti- 
tuted by a mortgagee to recover insur- 
ance on property which the defendant 
insurance company alleged had been will- 
fully and intentionally burned by the 
owner thereof for the purpose of ob- 
taining the insurance thereon and de- 
frauding the defendant. The court held 
that the mortgagee could not recover be- 
cause of the acts of the insured, and 
said: 

“*The terms and conditions of the pol- 
icy under consideraticn are not vague, 
nor amb:guous, but are clear and defi- 
nite. Therefore, this court can not re- 
sort to construction, nor can we write 
a new contract of insurance as between 
the parties. 

“Tt may be that plaintiff’s acceptance 
of a fire insurance policy subject to for- 
feiture by reason of the acts of the 
mortgagor was due to lack of atten ion 
to his interests, or to want of under- 
standing of the legal effect thereof. We 
will observe that ord narily the mort- 
gagee should have attached to his policy 
as a rider Standard Forms Bureau Form 
371 (July, 1917), or its equivalent, where- 
by he is afforded the necessary protec- 
tion and his policy is not invalidated 
by the acts or negligence of the mort- 
gagor or owner.’ 

“It would appear that the language of 
the form submitted by you is substan- 
tially the same as to the clause ‘any act 
or negligence of the mortgagor or own- 
er’ as the form under consideration in 
said case. 

Impossible to Foretell What Court 

Would Do 


“I have read numerous cases involving 











Benjamin Franklin oa 


founded a University 


HE Academy of Philadelphia, 

which later became the Univer- 

sity of Pennsylvania, was started 
under the guiding hand of Benjamin 
Franklin. 


The aim of the academy was to teach 
young Philadelphians how to become 
active, hard-working, economical, rich 
and virtuous citizens. 


Franklin’s genius and ability were re- 
cognized in the christening of the Frank- 
lin Fire Insurance Company, the first 
to perpetuate his name. 


Since its beginning in 1829, this com- 
pany has stood for sound indemnity and 
efficient, broad-gauged service. 


The FRANKLIN 


FIRE INSURANCE COMPANY 
of PHILADELPHIA ~ 


ORGANIZED 1829 WF) WILFRED KURTH, Pres. 

















a clause providing that insurance as to 
the interest of a mortgage shall not be 
invalid by any act or neglect of the 
mortgagor or owner of the property in- 
sured, but have found none in which 
the words ‘act or neglect of the mort- 
gagor or owner’ covered vacancy or non- 
occupancy of the property insured. 

“Tt is, of course, impossible to forecast 
definitely the position which the court 
might take upon the question of wheth- 
er or not the words in the mortgage 
clause ‘acts or neglect of the mortgagor 
or owner’ cover vacancy of mortgaged 
property caused by the mortgagor mov- 
ing out after the policy has been writ- 
ten. I can not say positively that such 
provision in said Standard Forms Bu- 
reau Form No. 371 will protect the mort- 
gagee in case of vacancy of the property 
insured, but it seems altogether probable 
from the authorities above cited that the 
court would hold such language sufficient 
for such purpose. 

“It is my opinion that if the insurance 
policy contains a clause invalidating the 
insurance in case of vacancy of the mort- 
gaged property there should be a defi- 
nite provision in the mortgage clause 
attached thereto as a rider that the in- 
terest of the mortgagee shall not be in- 
validated by reason of vacancy of the 
mortgaged property.” 





NORTH BRITISH OHIO CHANGES 


E. O. Thomson has been appointed 
state agent of the North British & Mer- 
cantile fleet for the Cleveland district of 
Ohio. For many years he has been an 
improved risk engineer in the Ohio field 
for the Pennsylvania Fire of the North 
British fleet. H. H. Gamber has been 
appointed state agent of the Pennsyl- 
vania in Ohio to succeed Mr. Thomson. 
He has been state agent of the Com- 
monwealth and the Homestead for some 
time. His headquaters will be in Co- 
lumbus. R. T. Bendure suceeds Mr. 
Gamber as state agent of the Common- 
wealth and Homestead. These changes 
have been made in order that the com- 
panies in the fleet may provide more 
co-operation with local agents in their 
intensified drives for business. 





G. A. R. HEUER IS KILLED 


G. A. R. Heuer, president of the Re- 
insurance Underwriters of San Fran- 
cisco, general agent on the Pacific Coast 
for the American Reserve and General 
of Paris, and president of the Insurance 
Brokers’ Exchange of San Francisco, was 
instantly killed on Tuesday when struck 
by an automobile. He had been an in- 
surance broker for over ten years and 
two years ago formed his present rein- 
surance office. 





WITH LURIE-HOOKES AGENCY 


The Lurie-Hooks Agency of Brooklyn 
has been appointed fire agent of the 
Bankers & Merchants of Jackson, Miss., 
in the New York territory. The com- 
pany was formerly with the Hubb Insur- 
ance Agency of Brooklyn which is re- 
tiring from business. 





BRIGGS WITH AMER. CENTRAL 

The American Central of St. Louis has 
appointed Paul E, Briggs as special agent 
for western Pennsylvania, West Virgin- 
ia and western Maryland succeeding T. 
Victor R. Daniel. He will have his head- 
quarters at 1107 Peoples Bank Building, 
Pittsburgh. 





OPERATE ON L. T. HAZARD 
L. T. Hazard of the fire adjusting firm 
of Burlingame & Hazard, New York, 
was operated on this week for appendi- 
citis at the ~Muhlenberg Hospital in 
Plainfield, N. J. 





PALISADE FIRE MOVES 


The Palisade Fire of Hoboken has 
moved into larger quarters in the same 
building in Hoboken on the fourth floor. 
The company also plans to increase theit 
capital within a short time. 
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AMERICAN EQUITABLE ASSURANCE Co. 
or New York 


Capital, $2,000,000.00 


Bronx FirE INSURANCE CoMPANY 
OF THE City oF New York 


Capital, $1,000,000.00 


—— 


BROOKLYN FIRE INSURANCE Co. 
Capital, $1,000,000.00 


GLosBE INSURANCE Co. oF AMERICA 
Pittsburgh, Pa. 
(Incorporated 1862) 


Capital, $1,000,000.00 


INDEPENDENCE FirE INSURANCE Co. 
Philadelphia, Pa. 
Capital, $1,000,000.00 


—_———- 


INDEPENDENCE INDEMNITY Co. 
Philadelphia, Pa. 
Capital, $1,250,000.00 


JEFFERSON FIRE INSURANCE Co. 
Newark, N. J. 
Capital, $400,000.00 


——_—_ 


KNICKERBOCKER INSURANCE Co. 
or New York 
Capital, $1,000,000.00 


—_—- 


Liperty Beuit. INSURANCE COMPANY 
Philadelphia, Pa. 
Capital, $1,000,000.00 


MERCHANTS AND MANUFACTURERS 
Fire INSURANCE CoMPANY 


Newark, N. J. 
(Chartered 1849) 


Capital, $1,000,000.00 


New York Fire INsuRANCE CoMPANY 
(Incorporated 1832) 


Capital, $1,000,000.00 





REPuBLic Fire INSURANCE Co. 
OF AMERICA 
Pittsburgh, Pa. 
(Incorporated 1871) 


Capital, $1,000,000.00 


—_—_ 


SYLVANIA INsuURANCE CoMPANY 
Philadelphia, Pa. 
Capital, $1,500,000.00 


























“Fabulous Wealth 
of these United States” 


Such is the heading of an interesting advertisement of the Harriman Na- 
tional Bank and Trust Company of New York, which indirectly answers the 


question, Is there any fundamental reason for pessimism, even though there is 
a business depression? 


No! is the answer it gives, advancing sound reasons for being optimistic: 
we are still the wealthiest nation on earth, and while we have only 7% of the 
world’s population, we consume, produce and purchase an enormously greater 


proportion of the world’s goods. It advises us to be good citizens and to keep 
on working, 


Its conclusion is that “Fundamental conditions in America are safe and 


sound.” But read the advertisement in full; we quote it by courtesy of the 
Bank: 


With 7% of the World's population the United States consumes 48% of the 
World's coffee, 53% of its tin, 56% of its rubber, 21% of its sugar, 72% of its silk, 
36% of its coal, 42% of its pig-iron, 47% of its copper, 69% of its crude petroleum; and 
over 23 million of the 30 million running automobiles. It operates 60% of the 
World’s telephone and telegraph facilities, 33% of the World’s railroads and produces 
and consumes more than 35% of the World's total electric power. This nation em- 
braces 6% of the World’s area, but it produces 70% of all the oil, 60% of the wheat 
and cotton, 50% of copper and pig-iron and 40% of the lead and coal output of the 
globe. It holds about one-half of the World’s monetary gold and twotthirds of the total 
banking resources of the Earth. While its population was increasing 60% its industrial 
production increased by 300%. ‘The purchasing power of the 120 million citizens is 
greater than that of the 500 million Europeans and is much greater than that of the more 
than a billion Asiatics. - On the other hand we would seem, by the pessimistic sentiment 
prevailing, to have about 1% of the courage, 34 of 1% of the nerve, !/y of 1% of force 
and power and 1/4, of 1% of backbone of almost any other one Country—England, for in- 
stance—struggling- along, carrying gigantic debts and with millions of unemployed, with- 
out a murmur or complaint. Merely being burdened with an incompetent, incapable Sen- 
ate gives us no reason for lamenting over our condition. Should we give as much care in 
attending the coming primaries and selecting proper, intelligent representatives for Con- 
gress as we do in selecting even our golfing and fishing outfits, that, too, may be remedied. 
Fundamental conditions in America are safe and sound. 


(CCORROON & REYNOLDS 


INCORPORATED 
INSURANCE UNDERWRITERS 


Manager 


92 William Street New York, N. Y. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








Hugo Schumann, for many years pres- 
ident of the Germania Fire and who died 
in 1913, entered the service of the com- 
pany as a clerk after he had returned 
from the Civil War, having been wound- 
ed in action and invalided home and 
honorably discharged. He had come to 
the United States before the war from 
Saxony to follow mercantile pursuits but 
at the beginning of the war he enlisted 
as a volunteer, like thousands of his 
countrymen. Mr. Schumann drifted into 
the office of the Germania, became suc- 
cessively accountant, cashier, secretary, 
vice-president and president in 1892. I 
served under him from 1891 until he died 
in 1913, and he was one of the best 
friends I had, 

He had a penetrating mind and quite a 
lot of practical homely philosophy. When 
he struck he struck right from the shoul- 
der. He had a quick way to separate 
sense from nonsense and would not tol- 
erate inaccuracy or slovenliness of mind 
or action. 

After I had been in the field a short 
while I complained to him about this 
and that mistake on the part of agents 
or their seeming lapses in various mat- 
ters. He observed me quietly and then 
dryly remarked that if all agents were 
perfect there would not be any reason 
for having special agents to- supervise 
them and if all special agents were per- 
fect there would not have to be officers 
to supervise them; nor would there per- 
haps be any necessity for a president, 
like himself, if all men needed no super- 
vision and guidance. 

To a special agent who complained of 
too much work he said that if there were 
no work ahead there would be no job. 
To an agent who telegraphed that his 
town was burning up and to send an 
adjuster at once, he replied: “What for, 
can he stop the fire?” To an agent who 
telegraphed that unless he called off our 
adjuster he would resign he promptly 
wired back that his resignation would 
be accepted with pleasure. And _ the 
agent did not resign. 

He, Mr. Schumann, could not be suc- 
cessfully bluffed. It was hard to win 
his confidence but once you had earned 
it he would back up his special agents 
to the limit. He raised men’s salaries 
when they deserved it without being 
asked or importuned to do it. His em- 
ployes rarely resigned. In fact, during 
his regime most of our men had come 
to the company as kids and stayed as 
long as he was there. He would back 
his loyal agents to the limit. The Ger- 
mania men received a training that not 
many others got. 

Autocratic and irascible at times, he 
quickly quieted down when he was shown 
to be in the wrong. He would discipline 
men to maintain the dignity of his posi- 
tion but would raise their salaries short- 
ly after. I had a run in with him once 
about an agency matter, and bluntly told 
him the truth and that the company 
had erred. He asked me to write out 
an apology and after I had done so he 
said the mistake at the home office would 
not be made again and told me that my 
salary would be increased at the end of 
the month. He stood high among com- 
pany executives of that day. One thing 
he insisted on was that his fieldmen 
should have had a good background as 
to family and education outside of a 
knowledge of the business. And when 
he said gentleman he did not mean birth, 


merely. He wished his men to dress in 
good, quiet taste, but flashiness in cloth- 
ing, thought and action were like poison 
to him. 

ee ae 


Some Personal Experiences 

After I left Columbia College in my 
sophomore year on account of my father 
having lost a large fortune, I went into 
a foreign book concern on Broadway, 
primarily on account of my having ma- 
jored in languages. While at private 
high school and college I mastered 
French, Spanish and German. Then, af- 
ter a year or two, I went into a Mex- 
ican and Central American importing 
and exporting commiss‘on house, where 
I was accountant and German, English 
and Spanish correspondent in long hand, 
as we had no stenographers and type- 
writers those days. And what typists 
there were, could write English only. 

We exported everything from a hair- 
pin to a locomotive, and received in ex- 
change all the natural products of Mex- 
ico and Central America. I had charge 
of the incoming invoices of these prod- 
ucts, mostly hides, goatskins, wildcat 
skins, vanilla beans, coffee, chewing gum, 
dye woods, medicinal plants, rubber, sisal 
hemp, and so forth. 

I had among other things to see to it 
that the marine and fire insurance was 
properly taken care of. and thus gained 
a working knowledge of both marine and 
fire ‘nsurance. One day I saved the boss 
hundreds of dollars bv showing him that 
his marine floater covered merchandise 
on arrival on dock and in warehouse ten 
days after arrival at dock. It was in this 
way I became interested in insurance 
which seemed to fire my imagination. 

In those days there was no rating or- 
ganization as the trust, as we called it, 
had busted. I bought insurance as you 
would goods, paying a higher rate for 
a policy in a stronger company than in 
a weaker one. I used to call at the 
Germania office and place business with 
it or talk insurance with Mr. Schumann. 
then at the city department. I had 
known him socially through my father 
and it was he who proposed that I 
come with the Germania. I told him I 
did not want to be a clerk in an office 
and he smilingly replied that all insur- 
ance companies had outside men in the 
field and that after a few years in the 
office I might be sent into the field. This 
appealed to me and thus IT started my 
insurance career. I started in filing the 
daily reports, addressing and opening 
mail, but read all the letters received 
and set out to gain knowledge of. in- 
surance methods, instead of merely han- 
dling them as a routine matter, like the 
average office boy. Then I did some 
preparatory map work. and was called 
suddenly to the loss desk. 

In all this work my previous business 
training helped me immensely and I was 
soon ripe for a field position. 

My brother, the architect, and myself 
were “born with silver spoons in our 
mouths,” and until I was seventeen we 
had all that rich men’s sons can have 
and enjoy by being fortunate in the 
choice of their parents. But it takes 
more stamina, in my opinion, to come 
down, and make good, than to not have 
had these advantages and work your 
way up, for in the latter case there is 
the great incentive of making more mon- 
ey, whereas to us the average salary 
paid to workers of our age seemed a pit- 


tance, especially with the expensive hab- 
its of life we had acquired. But “coming 
down” was a wonderful experience and 
it made men of us. 

I would probably have pursued the 
study of languages at Oxford and Heidel- 
berg and become a dreamy, though per- 
haps efficient professor of languages. In- 
stead I had the benefit of coming in 
contact with all kinds of men and con- 
ditions and rubbing up against human- 
ity, which was wonderfully educational 


and broadening, and I am glad that I- 


had the good fortune, paradoxical as it 
may seem, to say it, that my father had 
the misfortune he had in becoming poor 
after being what was very rich in those 
days. 
* ok x 
Rarebit Dreams of a Fieldman 

One of the most distressing and vivid 
dreams for a fieldman to have is to im- 
agine that he has lost his hand baggage, 
and chase it all over his territory in 
his dreams trying to recover it. I have 

(Continued on Page 28) 


EE ——————— —_———EE 


LOGUE BROS. & CO., Inc. 


INSURANCB 
HARRY C. FRY, Jr., President 
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FRANK L. BROKAW & CO. 


Incorporated 
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Western Department 
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ROYAL EXCHANGE ASSURANCE (1720) 
FIRE and MARINE LINES 


THE STATE ASSURANCE CO., LTD. 
PROVIDENT FIRE INSURANCE CO. 
FIRE LINES 


CAR & GENERAL INS. CORP., LTD. 
CASUALTY LINES 
95 Maiden Lane, New York 


NEWARK FIRE INSURANCE COMPANY 


150 William Street, New York 
Incorporated 1811 


A Company with a continuous 
and unblemished record of over 
a Century in protecting the 
interests of policyholders and 
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Represented 
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HEAVY pall of smoke hung over New York. The 
great fire of 1845: had burned itself out. New York 
property owners were asking one another, “Will the 
insurance companies be able to meet their losses?” 

To the north, in Hartford, directors of the 4tna Insurance 
Company were listening to President Thomas K. Brace, who 
had just returned from New York. 

“Gentlemen,” he said, “our entire surplus has been wiped out 
and our capital seriously impaired.” 

‘“What are we going to do?” asked one of the 
anxious directors. 

“Do?” exclaimed the President, without a 
moment’s hesitation. ‘Why, we are going 
to pay every loss in full—dollar for dollar— ' 
and we are going to do it at once.” 
Then, reaching into his inside coat pocket, 





THE AATNA FIRE GROUP 


ETNA INSURANCE COMPANY 





he drew out a sheaf of unsigned notes with different amounts 
filled in on each. These he passed around the table, saying, 
“Mr. Morgan, you sign this, Woodbridge, sign this,” and so 
on until in front of each of the seventeen directors was a 
significant bit of paper. President Brace had calculated the 
relative ability of each director to pay, and had made out the 
notes accordingly. 

Every man signed—there was no questioning—no hesitation. 
The President then. added his personal. en- 
dorsement to the notes and immediately had 
them discounted at the bank. Thus all Atna 
claims were paid in full. - 

Agents deliver Atna Fire Group policies 
always with the knowledge that behind them ° 
is something more than mere figures repre- 
senting dollars and cents. 


THE CENTURY INDEMNITY COMPANY 


THE: WORLD FIRE AND MARINE INSURANCE COMPANY 
HARTFORD - CONNECTICUT 


‘PIEDMONT FIRE INSURANCE COMPANY - - CHARLOTTE, N.C. 
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Tales Of The Road 


(Continued from Page 28) 


in my dreams chased my suit-case and 
brief case from New York City to Buf- 
falo, to Toronto, then to Detroit, back 
to Toronto, then to Montreal and even 
as far as Regina, in Saskatchewan, never 
getting it but always seeing it taken by 
some stranger who was just leaving when 
I came. These dreams, lasting actually 
only a few moments, have taken me over 
thousands of miles in the territory I 
have covered and have been so real that 
when the excitement woke me I would 
have to get up and touch my baggage, to 
“shake off the nightmare,” after which I 
would go to sleep peacefully. 
* * * 


Discarding the Brief Case 

Talking about valises and brief cases 
to a man who has carried these around 
with him for years, it is a real vaca- 
tion for me when I am out of my field 
to walk around without anything at all 
in my. hands and my pockets; to which 
great and glorious feeling many of my 
friends who have traveled will subscribe. 

* * * 


A Fieldman at Home 

On the other hand, after they have 
been home a few days, most traveling 
men get restless and like horses are 
“rearing to go,” and most wives of trav- 
eling men notice it at once. The trav- 
eling man into whose blood the travel- 
ing bug has gotten will commence to fuss 
with his valise. packing, rearranging and 
opening and closing his bags, etc., until 
his wife says to him “better start out 
again.” While it is hard for a woman 
to be a traveling man’s wife, a woman 
who desires what we call a “come home 
husband traveling man,” should never 
marry a traveling man. And a man who 
is not happy unless he gets home very 
frequently should not be on the road. 

A traveling man is born, not made. 
He should be born with a roving dis- 
position and must to a certain extent 
have the nature of a vagabond or let us 
say to tell the truth, the nature of a 
tramp. This applies to army and navy 
men as well and army and navy men 
generally marry army and navy daugh- 
ters. I remember that once when I had 
to stay home a week and became restless 
I went down cellar to explore it, and 
my wife asked me what in the world I 
was doing down there. I replied in a 
snirit of fun that I was throwing coal 
dust ‘n my face to see again how it felt 
to be on a railroad train riding at an 
open window and watching the scenery 
go by. I have gotten so used to lock- 
ing my room door at night that I un- 
consciously lock my sleeping room door 
at home at night and I have even with- 
out knowing it placed a tip beside my 
plate at home, being so used to doing 
it on the road. I might say that several 
times Ma grabbed the change before 
I realized that I had done it, and lately 
my daughter, when home from college, 
has endeavored to follow in her foot- 
steps. 

Disagreeable habits acquired on. the 
road like dropping ashes anywhere, or 
eating too hurriedly sometimes disturb 
the placidity of a well regulated house- 
hold. Years ago, in a spirit of pure 
fun, my wife prepared a table of rules 
for me to follow as to my conduct while 
home. She asserted at that time that 
it took me about three days to become 
civilized after a long trip and that by 
that time I would go away again. She 
called our home the HOTEL SUPERBA 
as she wittily said that. being a travel- 
ing man, I would probably like it better 
if it were called a hotel. On our silver 
wedding day she figured out that we 
should really call it our crystal wedding 
(fifteenth anniversary. I think), as she 
showed me by actual figures that having 
been away more than half that time, we 
had been married actually a good deal 
less than twenty-five years, although our 
wedding took place twenty-five years 
ago. 


A Good Meal Spoiled 


_ An agent in western New York wish- 
ing to show me some courtesy drove 
me out to a Lake Ontario resort to a 
family restaurant where he said a fine 
meal was to be had. We had some fresh 
tomato salad and I bit into something 
hard and luckily caught what seemed 
like crushed glass before I swallowed it 
and laid it on the side of the plate. 

The agent remarked upon it and we 
wondered just what it was. Finally he 
said: “If it is ice it will melt, and if it 
is glass it won’t. Let’s see what it is.” 
Well, it did not melt, so it was glass, 
which was not so comforting. 

While a traveling man’s stomach has 
accumstomed itself to a good many 
things, the lining of the stomach has not 
in my case become armored against 
crushed glass which is fatal to the stom- 
ach and intestines. The agent was non- 
chalant about it but I did not feel so 
good nor as optimistic as he thought 
I should feel. However, I passed through 
it all right but could hardly be expected 
to rave about the wonderful meal on 
returning to town, 

The agent had forgotten about the 
glass by that time, although it was still 
on my mind. 

* * * 


How Sayville Got Its Name 


Suffolk county, the eastern half of 
Long Island, has not been affected by 
the growing metropolis as have Queens 
and Nassau counties. Suffolk county is 
famous to insurance men as being the 
locale of the Suffolk County Local Board 
of which Edwards of Sayville is the lead- 
ing genius. While traveling in the su- 
burban field in 1922 Mr. Edwards told me 
the following interesting local history: 

It seems that when the pioneers got 
together they decided to name the town 
for the Spanish city, Seville. The town 
clerk had never heard of this name and 
in making out the records wrote Say- 
ville into them, imitating the sound of 
Seville (pronounced Sayville), and the 
name stuck and remains so today. Just 
why the pioneers wanted a Spanish name 
I did not hear, but the above actually 
happened. 

ee te 


Learning the Local Vernacular 


While traveling along the New Eng- 
land coast and staying at a country ho- 
tel over the week-end I overheard the 
following conversation of two natives and 
I learned to understand the vernacular 
after I had pondered what they had said 
and had asked the tavern-keeper about 
it, viz: “Hello, I see you are going fish- 
ing.” “Yes, going fishing for fish.” To 
me “fishing for fish” seemed odd, not 
to say foolish, but it seems there are 
two kinds of “fishing” done here, viz: 
“fishing for fish” and “fishing for crabs.” 
Locale was Branford, Conn, 

On the Long Island Atlantic shore 
they say “fishing” and “crabbing,” but 
not fishing for crabs. This being sat- 
isfactorily explained by mine host, we 
resumed our other conversation. 

* * * 


Spoiling Another Fellow’s Story 


It is a shame to disappoint people 
when they tell a story and you interrupt 
them when near the end and tell them 
the ending. Likewise to be shown some- 
thing that the exhibitor thinks is novel 
and unusual and deprive him of the 
pleasure of being able to delight you 
does not make you popular. Better to 
say nothing’ and utter exclamations of 
surprise and pleasure as I did not do 
in the following case: 

While at Loon Lake in the Adiron- 
dacks attending an insurance convention 
Fred Chase, who with ‘his wife, Kate 
Chase, known all over the eastern states, 
built up a tremendous resort from an 
humble backwoods log cabin, asked me 
to come with him and said he would 
show me something interesting. 


deer preserve he pointed out some beau- 
tiful specimeris and said: “I’ll bet’ you 
never saw anything like that.” I told 


I fol-' 
lowed and when we came to the wild ~ 


’ firm. Robert 


him that the wild scrub oak sections of 
Long Island not over fifty miles from 
Brooklyn were so full of wild deer that 
they overran adjoining sections in search 
of food and had become such a nuisance 
to farmers that they had pleaded with 
the Game Commission to declare a iorg 
open season for hunting them. Every 
once in a while a lot were corraled and 
as they could not be killed under the 
protective laws they were shipped to 
nearby zoos and the Adirondacks. 

It seemed incredible that such could 
be the case and he probably thought I 
was a liar but such conditions existed 
at that time, which was about 1914-15, 
on Long Island—not more than half-way 
between Brooklyn and Montauk Point. 

At any rate he was disappointed in 
what I told him and became taciturn. 
Far better had I left him undisturbed 
in his belief that he had shown the “city 
fellow” something unusual, Therefore, if 
an agent wants to tell you something 
he thinks you do not know let him tell 
you if it makes him feel better. It does 
no particular harm to you and makes 
him feel better towards you and your 
proposition. 

 % 2 

Don’t Mix Moralizing With Business 

I was looking for am agency connec- 
tion in a smail town near Binghamton 
recently and canvassing the town thor- 
oughly entered the hallway of a building 
leading to an agent’s office on the second 
floor. In the stairway, in the hall and on 
the agent’s door he had at least a dozen 
signs reading, “Do not smoke here,” so 
that if a smoking customer entered the 
premises he was practically “hit in the 
face” with these signs every step. I did 
not meet the agent but it would have 
interested me to have met him and sized 
him up. I was told, however, that he 
did not do much business as he seemed 
to be too busy teaching smokers a lesson. 
He himself seemed to be fanatically op- 
posed to the “vicious weed.” He should 
have been a professional “uplifter,” not 
an insurance agent. 

In the insurance business, to get busi- 
ness one cannot afford to mix one’s 
private ideas as to the “filthy weed” 
and “liquor, religion or politics” with 
business-getting. Not on your sweet 
life! Every person is a king to the 
extent of the money he has to bring 
you, be he an assured or an agent, and 
we cannot afford to tell them what they 
shall do or not do for their souls or 
health or morals if we want to do busi- 
ness with them. 





AGENTS CONSIDER MANAGER 


Whether or not the Virginia Associa- 
tion of Insurance Agents and the North 
Carolina Association will have a full- 
time manager dividing his time and ac- 
tivities between the two states, as has 
been proposed, is a question yet to be 


‘decided. Officials of the two organiza- 


tions conferred last week at Durham in 
regard to the matter but failed to come 
to any definite conclusion. Opinion pre- 
vailed that owing to present conditions 
in the two states it would not be advis- 
able at this time to undertake to put 
the proposition over. However, the mat- 
ter was left open, a committee consist- 
ing of Sam Ruffin and W. Owen Wilson 
being appointed to look further into the 
auestion and submit a report later. Mr. 
Ruffin is chairman of the executive com- 
mittee of the North Carolina Assucia- 
tion. Mr. Wilson holds a similar posi- 
tion with the Virginia Association. 





BUYS SOUTHERN AGENCIES 


John Peacock has bought the interests 
of W. C. Jones in Jones & Peacock, Inc., 
general agency at High Point, N. C., 
but it is announced that the style of the 
firm will.remain unchanged. He has also 
acquired: the “interests, of. Mr. Tones in 
the Kpeal} ag there operated bv the 

tt W."Russ 


‘formerly North 
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Carolina special agent for the Automo- 
bile group, has become affiliated with 
Mr. Peacock acquiring an interest in the 
general agency. 





LEGAL NOTICE 


I, Thomas F. Behan, Deputy and Acting Su- 
Perintendent of Insurance of the State of New 
York, hereby certify pursuant to law, that the 
Northwestern Fire and Marine Insurance Com. 
pany of Minneapolis, Minnesota, is duly licensed 
to tr the busi of Fire Insurance in this 
state and in its statement filed for the year 
ended December 31, 1929, shows the following 
condition: 

Aggregate amount of admitted 

RIE Spam Reap oh, Eke $3,374,279.99 

Aggregate amount of Liabilities 

(except Capital and Surplus) 














including reinsurance........ 1,556,145.25 
Amount of actual paid-up 

Canteen eo kre. 1,000,000.00 
Surplus over all liabilities... .. 818,134.74 


Amount of Income for the year 7,969,421.95 
Amount of Disbursements for the 
year 7,427,286.84 











Gamblers 


There are two methods of 
anticipating financial loss 
from fire. One is to take a 
chance, to gamble that fire 
won’t strike. The other is 
to carry adequate insurance 
to meet any emergency. 
Are you reducing the gam- 
bling among your clients? 














WISCONSIN FIRE LOSSES 





Loss to Farm Buildings Last Year Was 
$4,500,000; Not Heavily Insured; 
Damage on City Fires 


Loss to farm buildings in Wisconsin 
as a result of fire, approximated $4,500,- 


000, in 1929, according to a compilation 
which has been made by M. A. Freedy, 
commissioner of insurance. According 
to the report just issued there were 1,182 
fires on farms during the past year. The 
estimated value of building and contents 
was $4,311,559. The damage to building 
and contents was $3,559,747. The amount 
of insurance was $2,468,943. The loss to 
the farmers, even including the insur- 
ance, is upwards of $2,000,000. : 

Including the fires which occurred in 
cities there, were 3,716 fires in the state 
in the past year. The value of the 
buildings hit by the fires was $87,517.- 
439, but the damage to buildings and 
contents was only $9,787,317. Of the to- 
tal number of fires, 1,692 occurred in 
dwelling houses, 583 in barns, 237 in 
garages, 102 in factories, and 204 
stores. There were twenty fires in soft 
drink parlors, eighteen in theatres, twen- 
ty-eight in restaurants, thirty-seven 1 
hotels and five in ice houses. 
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N. F. P. A. Offers Fire 
Prevention Week Data 


IS OBTAINABLE AT LOW COST 





Posters and Literature For Agents and 
Others for Campaigns to Be Held 
in Week of October 5-11 





The National Fire Protection Associa- 
tion, with headquarters in Boston, is is- 
suing a number of items of fire preven- 
tion literature and posters especially pre- 
pared for use in connection with Fire 
Prevention Week campaigns. October 
5-11 is the week set aside for this drive. 


This material of the N. F. P. A. is in- 
tended for quantity distribution and for 
the use of Fire Prevention Week com- 
mittees and can be supplied to all those 
interested in campaigns to reduce the 
fire waste. While the N. F. P. A. states 
that it would like to make a general free 
distribution of this literature, its limited 
finances do not permit this and charges 
must be made to cover at least part of 
the cost of quantity distribution. 

Following are the posters, handbooks 
and pamphlets which may be obtained by 
local agents, civic organizations and oth- 
ers to aid in the reduction of the na- 
tion’s fire waste during Fire Prevention 
Week and, in fact, during every week 
of the year. 

A striking two-color Fire’ Prevention 
Week poster, 12 by 16 in—‘“Fire Can 
Destroy the Most Peaceful Communities 
Without Warning”—Sample copies, grat- 
is, ie per hundred, $10.00 per thou- 
sand. 

There is space at the bottom of this 
poster for local imprinting if desired. 
This may be done by the purchaser or 
will be done by the N. F. P. A. (subject 
to delays incident to such extra print- 
ing) at the following schedule of prices: 

Imprinting Prices: Less than 5,000, $3 
per thousand. Minimum charge $3. 5,000 
to 10,000, $2.50 per thousand. 10,000 or 
more, $2 per thousand. 

“Crush Your Cigarette” is another two- 
color poster (same size and price as 
above) suitable for use in connection 
with Fire Prevention Week. Sample on 
request. 

The Story of Fire Prevention Week 


This is a four-page leaflet in red and 
black, with a striking cover design, 534 
by 734 in. It is intended to tell the story 
of the reasons underlying Fire Preven- 
tion Week observance to those who 
know little or nothing about the sub- 
ject. Sample copies gratis, $1 per hun- 
dred, $7.50 per thousand. 

When ten thousand or more copies are 
ordered, special editions of this leaflet 
can be printed with special text on the 
last page. An extra charge will be made 
depending upon the character of the im- 
printing and the size of the edition. 

“Fire Prevention Week Handbook’”— 
This is the fifth revised edition of a fifty- 
page illustrated handbook going into all 
phases of Fire Prevention Week observ- 
ances. It is intended primarily for the 
guidance of committees and others plan- 
ning Fire Prevention Week. It is also 
valuable to teachers and school super- 
intendents interested in school fire pre- 
vention exercises. Price 15c per copy, 
$10 per hundred. 

_Fire Prevention Week Supplement”— 
(“Facts About Fire.”). A 1930 24-page 

upplement to the Fire Prevention Week 
Handbook. This pamphlet contains ma- 
terial valuable for preparation of speech- 
€s, newspaper publicity, school plays and 
tadio broadcasts. Price 5c per copy, 
$3.75 per hundred. 

“Keep Your Home From Burning”— 
A two-color folder designed for general 
distribution to homes. The last page is 
left blank for special imprinting if de- 
sired. Sample copies gratis, $1.50 per 
hundred, $12 per thousand. (Imprinting 
extra if desired.) ; 


Fire Prevention Week Stickers—The . 


National Fire Protection Association is 
issuing no sticker for the 1930 campaign; 


a sticker designed for use on correspond- 
ence, parcels, etc., has been prepared for 
sale by the National Board of Fire Un- 
derwriters. This may be obtained in 
rolls of .500 or 1,000 at twenty cents per 
thousand. Address National Board of 
Fire Underwriters, 85 John street, New 
York. 


All Prices Are F. O. B. Boston 
All the above prices are F. O. B. Bos- 
ton. Orders will be shipped express col- 
lect unless other shipping instructions 
are received. Single copies and small 
orders will be sent parcel post prepaid. 
Where exceptionally large quantities of 


any of the above items are ordered and 
printing costs are accordingly reduced 
the N. F. P. A. will be glad to give 
purchasers the benefit of such savings. 
Write for special quotations in such 
cases. 


It is the aim of the association to pro- 
vide printed matter which will be of 
maximum usefulness to those promoting 
local observances. In cases where pub- 
lications of a character not covered in 
the above list are required, the executive 
office of the N. F. P. A. will be glad 
to.assist in arranging special publica- 
tions. There is also much additional 


general fire prevention material published 
by the National Fire Protection Associa- 
tion and listed in the “Story” (copy on 
request) which may be used to advan- 
tage. 

All those desiring to secure supplies of 
posters, handbooks, etc., are urged to 
order them promptly in order that there 
will be no delays in shipment. Last min- 
ute orders are often subject to annoy- 
ing transportation delays. For the above 
material as well as for general informa- 
tion on fire prevention apply to the N. 
F. P. A. at 60 Batterymarch street, Bos- 
ton, Mass. 








E. K. SCHULTZ & CO. 


Manhattan Building 
Philadelphia 
General Agents for 
Massachusetts, Connecticut, 
Rhode Island, New Jersey, 
New York, Pennsylvania, Delaware 
and Maryland 


W. L. PERRIN & SON 
75 Maiden Lane 
New York 


Managers Metropolitan 
and Suburban Districts 





Prompt Service 


for Ohio Farmers Agents 


Within a few hours of every Ohio Farmers 
agent there is an executive office with authoriiy 
and facilities to provide prompt and efficient 
underwriting and claim service. 
office, giving superior service in Ohio and 


Indiana, is centrally located at LeRoy. 


CHARLES B. DeMILLE 
Title and Trust Building 


General Agent for 
Washington, Oregon, Idaho, 
Montana and British Columbia 


OHIO FARMERS 
INSURANCE Co. : 


Organized 1848 


LEROY 


The Ohio Farmers Insurance Company owns and operates the Ohio 
Farmers Indemnity Company, a casualty insurance running mate. 


HARRIS & SPEAR, INC. 
Great Republic Life Building 
Les Angeles 


General Agents for 
California, Utah and Arizona 


The home 


Seattle 


OHIO 
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Seek Non-Marine Aid 
To Cover Giant Liners 


DESIRE GREATER 


FACILITIES 





British Markets Trying to Find Ways 
of Absorbing Larger Amounts 
on Big Marine Risks 





During the next few weeks there will 
be considerable discussion in the Lon- 
don market respecting the arrangements 
for the insuring of the projected two 
large vessels for the Cunard fleet. In 
the official announcement by the com- 
pany issued recently the statement was 
made that the Government would under- 
take at reasonable rates the proportion 
of the insurance of the vessels which 
could not be accommodated by _ the 
market in the ordinary manner. Com- 
menting on this, the London “Times” 
Says: 

“The exceptional dimensions and 
character of the first of the proposed 
vessels placed her, it was added, outside 
the ordinary insurance market. During 
‘he last few days the sum of £6,000,000 
has been freely mentioned as the possi- 
ble cost of each vessel, although it would 
seem very doubtful if, at this stage, the 
cost could be estimated closely, and the 
figure would appear to be probably a 
considerable over-estimate. The London 
marine market will certainly wish to ab- 
sorb as much of the insurance as it can 
prudently do, and it would seem not un- 
natural that, in the special circumstances, 
consultations should take place between 
the marine underwriters and the direc- 
tors of the companies and between un- 
derwriters at Lloyd’s and those for whom 
they write as to the maximum lines 
which it would be justifiable to accept. 

“If the companies transacting miscel- 
laneous forms of insurance decided that 
it would not be appropriate to include 


marine risks with these accounts, an al-* 


ternative method might be to set aside 
special funds for a term of years and 
to credit them with the interest earned 
and the premiums received. If such a 
plan were adopted the capacity of the 
London insurance market to absorb ex- 
ceptionally large amounts would be very 
much increased, and it might be found 
that very little insurance, if any at all, 
would remain to be placed otherwise. 
“In any event, the circumstances seem 
to deserve the very careful considera- 
tion of the managements and directors 
of the powerful companies—of all those, 
in fact, who have contributed notably to 
place the London insurance market in 
its present position of pre-eminence. 
While it is important that individual in- 
stitutions should limit their lines in ac- 
cordance with the principles of sound 
underwriting, the point undoubtedly de- 
serves to be examined whether the pres- 
ent is not an occasion when all the avail- 
able insurance facilities should be drawn 
upon, if needed, to provide all the cover 
that the Cunard Company may want.” 





INSURE LAID-UP FREIGHTERS 

Arrangements have been made in 
London for the insurance of twelve 
large British cargo liners while laid up 
unemployed in port. The laying-up of 
so large a fleet, which would represent 
a big capital expenditure, indicates the 
serious depression in shipping which has 
prevailed this year. The insurance pro- 
vided extends for three months and thus 
would cover a period of the fall when, 
as a rule, shipowners and brokers look 


for some expansion in the demand for . 


tonnage in the freight markets of the 
world. At present there is some indica- 
tion of a rather better tendency, and it 
is to be hoped that before the expiry of 
the three months some units of the fleet 
which is now to be laid up may be again 
employed. 





Adopts Resolution 
On Passenger Covers 


ANTWERP CONFERENCE CLOSES 





International Maritime Convention Also 
Decides to Draw Up Code of 
Rules for Collision Damages 





The International Maritime Confer- 
ence which has concluded at Antwerp 
adopted at its final session a resolution 
on the subject of compulsory insurance 
of passengers, urging that a system ac- 
ceptable to all countries should be de- 
vised to guarantee a sufficient indemnity 
for all bodily accidents, whether or not 
a steamship company be at fault. 

The committee emphasized the neces- 
sity of obtaining without further delay 
the ratification of the convention already 
signed, concerning shipowners’ responsi- 
bilities, and those dealing with mort- 
gages and liens. 

It was further decided: 


1. To draw up a convention determin- 
ing the national law applicable to the 
different sections of chartering con- 
tracts; 


2. To examine the question of the ar- 
rest of ships; and 

3. To draw up a code of international 
rules for the payment of damages in 
cases of collision. 

The committee also decided to at- 
tempt the concordance of maritime with 
fluvial law. 

The Conference in discussing the 
question of compulsory insurance of 
passengers went deeply into the sub- 
ject. The French delegates said that 
they could only agree to one of two 
proposals—compulsory insurance under 
a convention or the continuation of the 
present situation. 

M. Bagge (Sweden) did not consider 
compulsory insurance necessary. As for 
voluntary insurance provided for by 
clauses printed on passengers’ tickets, 
the Swedish shipowners doubted, he 
said, that the American laws would re- 
gard such conditions as valid. 

T. Catesby Jones of New York re- 
marked that American judges considered 
any clause limiting passengers’ rights to 
be contrary to the public interest. 

Signor Giamini (Italy) declared that 
it would be difficult to get the Italian 
courts to recognize the validity of 
clauses on _ passengers’ tickets. He 
therefore held that it was desirable to 
settle the matter by means of a conven- 
tion. 





ESSEX FIRE ENTERS N. Y. 


The Essex Fire of Newark, an affiliate 
of the Sussex Fire, has been adrnitted 
to New York state. 


Analyzes High Costs 
Of Aircraft Policies 


(Continued from Page 22) 


recommendations for lessening the 
chances of fire and add. to this sugges- 
tions for minimizing the extent of dam- 
age if a fire should occur. By means of 
improved building construction, the in- 
troduction of automatic sprinkler sys- 
tems and fire extinguishers, the separa- 
tion of buildings to prevent the spread 
of fire, and in many other ways the in- 
surance companies—through their engi- 
neers—have done remarkable work in 
reducing waste from fire loss and have 
saved tle community as a whole fabu- 
lous sums of money. 

“The organizations under whose con- 
trol most of this work has been done 
are the National Fire Protection Asso- 
ciation and the National Board of Fire 
Underwriters, and for some time now 
their recommendations as to the im- 
provement of the fire hazard in aviation 
have been available to the industry. I 
am afraid, however, that the advice— 
with a few notable exceptions—is not 
being heeded. Fire protection is fre- 
quently expensive and the construction 
of fireproof hangars, installation of 
sprinkler systems, the provision of ade- 
quate fire extinguishing equipment, etc., 
can often not be afforded by an operator 
much as he may agree in principle with 
such things. The insurance company, 
therefore, knowing that it will take time 
before the physical features of these 
risks will be improved to the extent that 
is desirable, have to face the fact that 
insurance must be provided in the mean- 
time, and they do provide it at a sub- 
stantially higher rate. 

“Unfortunately, the higher rate from 
their point of view is not good business 
as, in the first place, the rate is hardly 
high enough adequately to take care of 
the avoidable hazards that exist and sec- 
ondly, a great many operators feel the 
insurance is too expensive and they do 
not take it, This has the effect of re- 
ducing premium volume and spread of 
risk and, what is more serious, it also 
has the tendency to force the best class 
of risk to do without insurance, on the 
grounds that the insurance is less need- 
ed in the case of the good risks particu- 
larly at the price that is asked for it. 


Big Risks of Hangars 


“In addition to the physical imperfec- 
tions that exist in the place where the 
aircraft is housed, there is the addition- 
al risk of fire inherent in the machine 
itself. When starting an engine on a 
cold day, gas floods the chamber of the 
carburetor and the vapor spreads itself 
about the engine. In the event of a 
backfire or any exposed ignition wire, 
the risk of fire is obvious. Electrical 
wiring installed in a machine for night 
flying purposes or for radio transmission 
or for other purposes all adds to the 
fire risk. In addition, when the tanks 
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AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $7,289,004.71 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $12,994,064.64 


Indemnity Mutual Marine Assurance Co., Ltd., London | 
Admitted Assets, $1,394,635.82 
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of an airplane are being filled with gaso- 
line or drained, there is always the pos- 
sibility of static electricity being gener- 
ated and causing an outbreak of fire. 
The .recent conflagration in Chicago, 
where property valued at nearly $2,000,- 

was destroyed, was attributed to 
static electricity created by the flowing 
of gasoline from a tank which was being 
drained. 

“There is another serious aspect of the 
fire risk which is very prominent in any 
discussion of insurance among underwrit- 
ers or insurance companies at the pres- 
ent time, owing to the serious fire in 
Chicago referred to above. In this fire 
which involved two hangars, some thir- 
ty-three machines were destroyed, the 
total value of which was approximately 
$600,000. There are a great many large 
hangars throughout the country and they 
are frequently placed fairly close to each 
other, so that if one begins to burn there 
is a strong possibility of the others be- 
coming involved in the fire as well. 

“Owing to the intense heat developed 
in a hangar fire by fiercely burning gaso- 
line and the dope covered fabric on the 
wings of aircraft, and owing as well to 
the danger of exploding gasoline tanks, 
it is impossible to stop a- hangar fire 
once it is fairly started; nor is’ it pos- 
sible to remove machines from the han- 
gar in the limited time that exists. In 
view of the size of the hangars, the 
large values concentrated in them and 
their vulnerability to fire, the possibility 
of large catastrophes is evident. We 
recommend as far as we can that han- 
gars should be built in a series of small 
compartments, each sufficient in size to 
take one airplane and that fire walls 
should separate the different machines 
from each other, so that in the event of 
a fire occurring in one of the compart- 
ments it would not spread to the others. 

“We are told that this method—which 
has been adopted in several places and 
proved its success from the fire point 
of view—is inconvenient from the point 
of view of the operator as his machines 
would be so scattered that mechanics 
cannot easily move from one to the 
other. Further, it is a more expensive 
type of construction and-is hardly war- 
ranted by the small difference in the fire 
premium which we can allow for the 
diminution in the catastrophe hazard. 

“Perhaps the most frequent cause of 
claims against an insurance company is 
under that section of their policy where 
they insure damage to an aircraft aris- 
ing out of flight. To cover this risk a 
very high premium is charged and not 
only that, the policyholder has to carry 
a substantial amount of each loss him- 
self before the insurance company be- 
comes liable. In spite of this, however, 
and in spite of the fact that no sane 
underwriter would give the insurance un- 
less he were satisfied that the skill and 
experience of the pilot and the uses to 
which the machine would be put, the ter- 
ritory over which it would be flown, etc., 
were all normal, the insurance compa- 
nies today, I should say, are losing more 
money in providing this particular form 
of insurance than any other of the usual 
aircraft coverages.” 





THAMES & MERSEY CHANGES 

G. E. Martindale, secretary of the 
Thames & Mersey at the home office 
in Liverpool, has resigned after close to 
thirty-eight years of service with the 
company. D. Caine, assistant secretary, 
has been advanced to succeed Mr. Mar- 
tindale and C. H. Johnson becomes as- 
sistant secretary. Mr. Martindale had a 
fine reputation as a marine man and 
was active in the Liverpool & Glasgow 
Salvage Association. 





MADE AUTO SUPERINTENDENT 

Joseph E. Smith has been appointed 
superintendent of the automobile depart- 
ment of the Eagle, Star & British Do- 
minions succeeding F. L. Mason who has 
resigned to take a-similar position with 
the Century. Mr. Smith has been in 
the service of the Eagle, Star & British. 
Dominions for over eight years and has 
a wide acquaintance in the business. 
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G. E. Turner Heads 
First Reinsurance Co. 


BEGINS HARTFORD POST SEPT. 1 





New President Is Insurance Attorney of 
National Reputation; Succeeds Late 
H. H. Stryker 





The news was greeted with keen in- 
terest this week that George E. Turner, 
prominent Chicago insurance attorney, 
has been selected as president of the 
First Reinsurance Co. of Hartford, suc- 
ceeding the late H. H. Stryker. Mr. 
Turner takes up his new duties at Hart- 
ford on September 1. 

In Mr. Turner the First Reinsurance 
Co. secures the services of an outstand- 
ing figure in casualty insurance circles. 


GEORGE E. TURNER 


Regarded as an extremely able lawyer, 
he started his insurance career as an 
attorney in Indianapolis, having at one 
time Claris Adams, vice-president, Am- 
erican Life of Detroit, as a partner. 
Then he served as insurance commission- 
er of Indiana and later as counsel for 
the Indiana Insurance Federation. He 
was one of the organizers of the old 
Casualty Information Clearing House, 
latterly its general manager and coun- 
sel. He proved himself to be a particu- 
lar expert on mutuals and reciprocals. 

His Activity in Executives’ Ass’n 
When the Association of Casualty & 
Surety Executives was in its formulative 
stage Mr. Turner worked on the draft- 
ing of plans for the consolidation of the 
Various casualty bureaus into that body. 
At the present time he is an associate 
in the Chicago law firm of Loucks, Eck- 
ert & Peterson and latterly has been 
Chicago counsel for the Association of 
Casualty & Surety Executives, also ar- 
trator for both the casualty and sure- 
'y acquisition cost conferences in Chi- 
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Many Insurance Men 
On Big Safety Program 


NAT’L SAFETY COUNCIL AFFAIR 





To Be Held in Two Pittsburgh Hotels 
From September 29 to October 3; 
Has Many Unusual Features 





The program for the nineteenth annu- 
al safety congress to be held in Pitts- 
burgh under the auspices of the National 
Safety Council from September 29 to 
October 3 is just about completed and 
it includes a good many prominent in- 
surance men as speakers at the various 
sections of the convention. So much 
ground is to be covered in all phases of 
safety work that more than forty group 
sessions are being planned with continu- 
ous meetings in two hotels—the William 
Penn and Fort Pitt—from Sunday even- 
ing to Friday evening of the following 
week. 

G. E. Pettibone, president of the Na- 
tional Safety Council this year, is vice- 
president and manager of the engineer- 
ing department of the American Mutual 
Liability of Boston. A. W. Whitney, 
associate general manager, National Bu- 
reau of Casualty & Surety Underwrit- 
ers, is vice-president of the Council for 
education, a post he has held with dis- 
tinction for several years, Mr. Whitney 
is also serving on its executive commit- 
tee. He will be the presiding officer at 
the education division group session dur- 
ing the convention. Another insurance 
engineering expert, Lewis A. DeBlois, is 
a past president of the Council. 

Byrd’s Appearance Big Event 

One of the big attractions of the safe- 
ty congress will be the appearance of 
Rear Admiral Richard E. Byrd, world 
renowned Arctic explorer and aviator, 
at the Wednesday evening banquet. This 
will be his first appearance in Pittsburgh 
and in order to accommodate the crowd 
who will wish to hear his address and 
see his personally supervised motion pic- 
tures, put on the screen for the first 
time, the banquet committee has reserved 
a special auditorium. Other interesting 
features this year are an employes’ pub- 
lication section at which editors of in- 
dustrial house organs get together for 
discussion on mutual problems; and a 
fire prevention session with talks by 
Ralph E. Richman, editor, “Fire Protec- 
tion,” on new developments in that field, 
and by Franklin H. Wentworth, manag- 
ing director, National Fire Protection 
Association of Boston, on “Making Am- 
erica Fire Conscious.” There will also 
be a class in psychology as applied to 
accident prevention with a series of four 
lectures by Professor J. A. Melrose of 
- James Milliken University, Decatur, 
Til. 


Statistics Section Speakers 

The meetings of the statistics section 
to be held Tuesday and Wednesday will 
be under the chairmanship of Dr. Louis 
I. Dublin, statistician, Metropolitan Life. 
Associated with him are Lewis A. De- 
Blois as chairman of the committee on 
public accidents other than motor ve- 
hicle; E. S. Fallow, Travelers, as chair- 
man, committee on home accidents; R. 
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Believe Van Lear Black 
Drowned On Yacht Trip 


ONCE F. & D. BOARD CHAIRMAN 





Known Internationally As Aviation En- 
thusiast; Publisher of Baltimore 
“Sun”; His Career 





Van Lear Black, noted Baltimore pub- 
lisher, who is a director of the Fidelity 
& Deposit, formerly chairman of its 
board and an aviation enthusiast of in- 
ternational fame, is believed to have met 
his death from drowning late Monday 
night while aboard his yacht returning 


to his summer home in Chesapeake Bay 
from New York. The news of his dis- 
appearance became widely known on 
Tuesday and daily newspapers all over 
the country carried the story. The Navy 
dirigible “Los Angeles,” three seaplanes 
from the North Beach airport in 
Queens, two Coast Guard cutters and 
his yacht “Sabolo” criss-crossed the 
waters off the Jersey coast adjacent to 
the disaster most of Tuesday, hunting 
desperately for his body. 

The last time Mr. Black was seen by 
any of the “Sabolo” crew he was sit- 
ting on the rail smoking a cigarette. He 
was accustomed to sit there with one 
hand gripping a stanchion and his feet 
caught in the lower guard rail, despite 
several warnings from the yacht’s cap- 
tain that his perch was dangerous. The 
theory of the captain is that he lost his 
balance and fell overboard because of a 
lurch of the vessel in the high seas, just 
as he was reaching for a handkerchief 
he had dropped. 


His F. & D. Career 


Mr. Black, son of the late H. Craw- 
ford Black, who was one of the original 
directors of the Fidelity & Deposit, spent 
his early years in the mining country, 
where his father accumulated a small 
fortune. The family moved to Baltimore 
when Van Lear was seven years old, 
and he was educated in private schools 
there and in Boston, 

His business career started as a clerk 
in the Fidelity Trust & Deposit Co., 
now known as the Fidelity & Deposit. 
Coming up from the ranks he became its 
secretary and treasurer in 1900. In 1920 
he became first president and then char- 
man of the board. He retired from this 


post a few years ago in order to give 
more time to aviation, which was his 
chief hobby. 

Mr. Black had the reputation of being 
a man ready at a moment’s notice to 
start out in his airplane over continents 
and oceans. In 1927 he flew success- 
fully from Holland to Batavia in the 
Dutch East Indies by way of the Medi- 
terranean, Asia Minor and India, and 
upon his return to Amsterdam was deco- 
rated by Queen Wilhelmina for this 
achivement. His flights to Java, Cape 
Town and Japan since then are consid- 
ered to be milestones in the development 
of private flying in Europe. 

As the publisher of the Baltimore 
“Sun” Mr. Black took the attitude that 
the handling of editorial matter was 
wholly the business of professional news- 
paper men, and he gave the editors of 
“The Sun” an absolutely free hand. 





C. L. PLATTS TO BE AN AGENT 





For Some Years Has Been in Produc- 
tion Ranks of Standard Accident; 
V. R. Battin to Join Him 
Charles L. Platts, special executive rep- 
resentative of the Standard Accident who 
has built up a fine reputation as a man- 
ager and producer of the first rank 
since he joined the organization in 1923, 
has resigned to enter the commission 
agency business in Detroit with Nel- 
son A. Bloom, well known to all Michi- 
gan insurance men. V. R. Battin has 
also resigned and will be associated with 
Mr. Platts. Before joining the Stand- 
ard Accident Mr. Platts served the Trav- 
elers in managerial capacities in New 
Jersey, Michigan, Connecticut and New 

York. 





TO VOTE ON NEW CAPITAL 





Stockholders’ Meeting Called by Equit- 
able C. & S. for August 28; Capital 
Increase to $975,000 Planned 

The Equitable Casualty & Surety has 
called a special meeting of stockholders 
for August 28 at which consideration will 
be given to an increase in the capital 
stock of the company from $650,000 to 
$975,000 and to the increase in the num- 
ber of shares from 130,000 to 195,000. 





LICENSED IN KENTUCKY 
The Aero Insurance Co. and Aero In- 
demnity have been licensed in Kentucky. 
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orwich Union Indemnity Hits Its Stride 


New Regime Under President H. L. Callanan With Hart Darlington 
As Board Chairman Meets With Favor Among Agents; Depart- 
ments Functioning Smoothly Under Competent Executive 
Direction; Policy of Progressive Conservatism Adopted 


The Norwich Union Indemnity is now 
going through one of the most inter- 
esting periods in its history. Under the 
recent rearrangement of its executive 
staff Hart Darlington, head of the Nor- 
wich Union Fire in this country, as- 
sumed the post of chairman of the board, 
and H. L. Callanan, who had been vice- 
president, became the president and gen- 
eral manager. The reaction of the field 
forces of the company to these changes 


was one of immediate approval. Chair- 





HART DARLINGTON 


man Darlington is well and favorably 
known to Norwich producers and, hav- 
ing been a field man himself early in his 
career, knows the problems which must 
be faced by those on the production fir- 
ing line. President Callanan has come 
up from the ranks to his high post in 
the company and this fact alone was 
viewed with satisfaction by the field. He 
is one of the youngest of casualty com- 
pany presidents in the business, being 
forty years old this~month. In addi- 
tion to his general executive duties he 
will devote considerable attention to the 
financial side of the company’s opera- 
tions, work for which his training has 
eminently fitted him. 
Twenty-four Years in Agency 
Organization Work 

Over a period of twenty-four years 
President Callanan has had experience 
in agency organization work, account- 
ing, Statistics, financial and general man- 
agement problems, He is one of the old 
American Bonding Co. graduates, having 
started in its New York office in 1906 as 
cashier in charge of the accounting de- 
partment which post he held until 1912 
when the American Bonding was bought 
by the Fidelity & Deposit. 

Continuing in the service of the F. & 


D., Mr. Callanan became assistant chief 
accountant in its then casualty division 
in New York. He resigned in 1915 to 
join the Hartford Accident as chief ac- 
countant in its New York office. After 
serving an enlistment in the Navy dur- 
ing the war he engaged in the automo- 
bile business for two years. Returning 
to the insurance field in 1920 he entered 
the Norwich Union Indemnity as assist- 
ant to the treasurer. Since then Mr. 
Callanan’s progress has been rapid, hav- 
ing been successively promoted to treas- 
urer in 1923, vice-president in 1926 and 
now to the presidency. 

Adopts Policy of Progressive Con- 

servatism 

The policy of the Norwich Union In- 
demnity under President Callanan’s re- 
gime is to be one of progressive con- 
servatism. Realizing the fallacy of put- 
ting on too much business at the cost of 





H. L. CALLANAN 


decreasing surplus his aim is to build up 
a volume of good, clean business, care- 
fully underwritten, which will stick on 
the books. Despite the current business 
depression President Callanan is opti- 
mistic that the year 1930 will be a favor- 
able one for the Norwich Union Indem- 
nity. The company is entered in prac- 
tically all states in the Union and en- 
joys a fine reputation with both policy- 
holders and agents, most of whom have 
represented the Norwich ever since its 
inception. 

As of December 31, 1929, its assets 
stood at $4,785,585; its capital is $500,- 
000 and surplus $601,071. 


Barkie Directs Agency Operations 


The responsibility for directing the 
wide-flung agency operations of the com- 


pany is now vested in C. A. Barkie, vice- 
president, who has a _ background of 
twenty years in the business both in the 
home office and the field. Mr. Barkie 
started his career as an insurance brok- 
er and was later an executive special 
agent before coming into the company 
executive ranks. 
Having been a producer he is, there- 
fore, familiar and sympathetic with their 





C. A. BARKIE 


problems. During the coming months 
he will spend considerable time in the 
field, keeping fresh the contacts with 
present agents of the company and mak- 
ing new connections. He has some defi- 
nite production plans lined up which will 





P. H. GUILFOIL 


be in evidence before very long. His de- 
sire is to impress Norwich Union Indem- 
nity agents with the feeling that their 
production efforts this year will be given 


constant home office encouragement and 
support. 

Mr. Barkie’s company experience in- 
cludes the Continental Casualty where 
he was manager of its Greater New 
York office, the Metropolitan Casualty 
where he served as executive special 
agent, and the Norwich Union. His first 
duty in his present company was to in- 
stall its accident and health department. 
That was in 1920 when the Norwich was 
getting under way; six years later he was 
made an assistant secretary with produc- 
tion duties, a post he has held until 
his recent promotion. 


Anderson Is Metropolitan Vice-President 

C. E. Anderson is vice-president in 
charge of metropolitan New York activi- 
ties. He has made many friends among 
the brokerage fraternity since he took 
over this work six years ago. Previous- 
ly he had been assistant secretary, his 
careful management of the metropolitan 





H. L. KIDDER 


department having merited his promo- 
tion. 

Vice-President Anderson made his 
start in the business with the Travelers 
in 1915 in its New York payroll audit de- 
partment. Two years later he joine 
the Ocean Accident as a payroll auditor 
in the metropolitan department and in 
the latter part of the same year he re- 
signed to join the Maryland Casualty 
as an underwriter. The following yeat 
found him with the Standard Accident 
as an underwriter for all lines. F 

His next company connection was with 
the Norwich Union Indemnity as a spe- 
cial agent traveling New York state and 
New Jersey. In 1922 he was graduate 
from the New York Law School and if 
1924 was, brought into the metropolitan 
department of the Norwich as its as 
sistant superintendent. The next year he 
was promoted to be superintendent 0 
that department and has since succes 
sively been appointed assistant secre 
tary and now vice-president. 
Underwriting Is H. L, Kidder’s Chargé 

H. L. Kidder, vice-president and sec 
retary of the company, is the exccutivé 


(Continued on Page 38) 
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Typical Spencer Welton Talk 
On The Art Of Selling Bonds 


Spencer Welton, who started on his 
new work as production vice-president of 
the Massachusetts Bonding & Insurance 
Co., in Boston August 1, ts known all 
over the country for his ability as a con- 
vention platform speaker. His talks. strike 
a responsive chord with producers be- 
cause he combines humor with the inspi- 
rational and the serious. The following, 
delivered at one of the big sales con- 
gresses not so long ago, is typical of the 
Spencer Welton sales messages which 
have made him so much in demand as a 
speaker. 

You will remember the little Irishman 
in Chicago who was walking to the sta- 


tion to take the train to St. Louis when . 


a yellow taxi drove alongside and the 
driver asked, “Taxi, sir?” to which the 
Irishman replied, “No, I’ll walk.” A few 
blocks further another yellow taxi driv- 
er asked the same question and the Irish- 
man replied, “No, I told you before I'll 
walk.” 

He went to St. Louis, got off the train 
and started out of the station when a 
yellow taxi drove alongside and the driv- 
er asked, “Taxi, sir?” and the Irishman 
replied, “What the h—1l is the matter 
with you—two times last night in Chi- 
cago I told you I will walk.” 

The yellow taxis were ubiquitous but 
not sufficiently persistent. 

Also, the successful bond salesman 
must try to become a specialist so far 
as he can; a specialist, you know, being 
a man who knows more and more about 
less and less. 

Dick Thompson of the Maryland Cas- 
ualty Co. says there is no business in 
the world so far behind in its selling 
as the insurance business. Certainly 
there is no other business which thrusts 
its antennae so insistently into every 


conceivable phase of human activity and 
offers an equal opportunity for selling. 

Dick says the trouble is that not 
enough agents need more money but it’s 
beginning to look to me as if the acqui- 
sition cost committee of the insurance 
commissioners is going to take care of 
that. One explanation may be that the 
agency of any size has become a depart- 
ment store and there is so much to be 
sold that it is hard to know what to 
offer first. Why not follow the depart- 
ment store method—select a leader each 
week and make a drive on that? 


New Opportunities This Year 


In any case, the opportunity to sell 
surety bonds continues to be limited only 
by the territory the agent chooses to 
cover and just at present, acceleration 
is being given by the national program 
of construction work of all kinds in the 
attempt to relieve the so-called unem- 
ployment problem. 

The dose of financial calomel admin- 
istered last fall through the stock mar- 
ket, may have weakened the patient but 
he is now definitely on the road to re- 
covery and many new opportunities for 
business-getting have been revealed 
through the period of convalescence. 
More and more banks have seen the 
need for and have bought blanket bonds, 
absconding cashiers and various indi- 
viduals short in their accounts have 
taught the average business man the im- 
portance of fidelity coverage. 

Now the building of roads and the em- 
phasis placed on public work of all kinds 
have brought about the necessity for 
contract bonds: Of course. there are 
complications but, personally, I don’t 
know any business which is free from 
troubles. Each man’s job continues to 





be more exacting and more grief-filled 
than that of his neighbor. 


The Cut Rate Bond Problem 


The longest, sharpest thorn in our 
flesh at the moment seems to be the 
cut rate surety bonds. While I recog- 
nize and deplore amd like every other 
company executive, don’t yet know the 
answer to this cut rate problem, I de- 
rive some courage from the reflection 
that there is still a vast amount of 
business written at tariff rates. 

At a recent meeting of the Surety As- 
sociation of America, Rutherford Town- 
er, head of the Rating Bureau which 
bears his name, and which makes the 
rates on the surety business of the 
country, presented a compilation of fig- 
ures showing that the total surety pre- 
miums written in 1928 by the so-called 
cut rate companies amounted to $1,400,- 
000. As opposed to that, the surety pre- 
miums written by new companies, that is, 
companies just newly started in the 
business and excluding the old-line es- 
tablished companies, amounted to about 
$5,300,000. 

Certainly the new companies striving 
to build up premium volume had a strong 
incentive to attempt to cut rates but the 
fact that they did not yield to that temp- 
tation and wrote nearly four times as 
much business as the cut rate compa- 
nies should give us all courage. 

Scores the Calamity Howlers 

Right now it is fashionable for peo- 
ple to complain that business is bad— 
everything going to the demnition bow- 
wows, and the sheriff waiting just around 
the corner. Yet, it is noticeable that 
those who groan the loudest seem the 
least inclined to do anything to make 
conditions better. Experience proves 
that the best way to get business is to 
go after it hard. And we have observed 
in passing that the calamity howlers gen- 
erally wait for the business to come to 
them. 


We think and talk about the business 
we are going to get next week and next 


month and whine about how hard it is 
to meet the payroll today. The man 
who admits his business is bad con- 
fesses his inadequacy to a world which 
really doesn’t care a hang whether he 
individually succeeds or fails and, in 
many cases, he spreads individual dis- 
couragement and helps along the general _ 
wave of depression. So, he accomplishes 
nothing for himself except public con- 
fession of weakness and he injures his 
neighbors and the community as a whole. 


Get Out After the Business 


My mind often goes back over all the 
years I have traveled up and down the 
country preaching the gospel of surety 
development at almost every cross 
roads, finding response only sporadically 
and sparsely. I think of dozens of agents 
I know very well indeed who have all 
the potentialities of good surety produc- 
ers and who make no consistent effort to 
build up the surety business. Some bond 
business comes to them inevitably along 
with the other lines. They accept it re- 
luctantly and often merely broker it with 
another company, usually through one 
of the much complained about branch of- 
fices, at that. 

The thing I have never been able to 
understand is that the agent already in 
business with contacts established, hav- 
ing on his books dozens of clients who 
are giving surety business to somebody, 
deliberately throws away opportunities 
to convert that possible profit into a 
tangible asset. 

Further, I can’t understand how the 
general line agent who, in the natural 
order of things, must give his casualty 
carrier certain undesirable lines through 
the course of a year, can willingly neg- 
lect opportunities to develop the good 
line the company wants, which it urges 
him to develop and which would help 
carry the bad lines. 

All of this isn’t calculated to make 
me popular with any man who fits the 
description but before any agent quar- 
rels with me about it, I suggest that he 





Cia Meuse 





To Agents and Brokers— 


Maryland Casualty Company 





Print Shop 


It is your right to receive Service—the best that we are able to furnish. You have a further right 
—since the way we do things has a direct bearing on your work—so we are convinced that 
the more you know about the “Maryland Way,” the more willing you will be to give 


us your good nill and co-operation. We invite you to try us out from every angle. 


- Baltimore 


Garage 











Page 34 





SX 











August 22, 1930 





indulge in a little self-analysis and see 
if that introspection isn’t quite reveal- 
ing to him. 

Capitalizing Set-back in One Lime 

The most successful surety salesman 
I ran across in last year’s activities 1s 
the man who told me that when the con- 
tract bond business fell off he simply 
put in most of his time on the solicita- 
tion of fidelity bonds with the result 
that he not only made up the premium 
volume loss on the contract business but 
built up enough fidelity business to show 
a substantial increase on the whole. 

And he pointed out what I already 
knew, that the fidelity business has it all 
over the contract business in a sense that 
a lot of it almost automatically renews 
itself year after year. 

In fact, the selling of fidelity bonds 
has so much in common with the selling 
of nearly all forms of casualty insur- 
ance that it is difficult to find a satis- 
factory reason why an agent who writes 
any volume of casualty business should 
ignore this great source of premium in- 
come. Some agents give as their ex- 
cuse for their failure to push contract 
bond business, the fact that most con- 
tractors in their territory have been 
lined up by other agencies re presenting 
strong companies and they find it too 
difficult to break in. 

Others feel that they cannot develop 
court bond business because most of the 
lawyers in their territory are strongly 
allied with other agencies. In some 
cases that is true, but it emphatically 
does not apply to the fidelitv bond busi- 
ness, which is a straight selling proposi- 
tion the same as most forms of casualty 
lines. 

Sees Waste in Printed Matter 

I am convinced that the strongest pos- 
sible method of selling anything and 
again I emphasize fidelitv and surety 
bonds. is a combination of personal so- 
licitation and mail solicitation. The per- 
sonal call fixes vour identitv with the 
stranger, strengthens your hold on the 
old prospect or client and is the surest 
way of urging both over the barrier of 
reluctance which is the final obstacle to 
getting the name on the dotted line. The 
printed statement gives him your mes- 
sage in a way in which he can grasp it 
quickest and pass upon it most intelli- 
gently. Spoken words must become 
mental images before the brain reacts to 
them. 

My ideas about mail campaigns for 
business getting may seem unorthodox to 
manv of vou because at the risk of ut- 
tering what may seem to be heresy, I 
am going to say that J believe that most 
printed matter asked for by agents and 
supnlied by companies is monev wasted 
T will even venture the assertion that 
many comnanv managers print and send 
all sorts of folders. circulars. letters and 
envelone stuffers to agents solely because 
the agents insist non having them and 
not because they believe they have any 
real value. 


Also. T am going to tell vou auite can- 
didly that it has been mv observation 
and my experience that a large portion 


of the printed things 
agents never are nsed and waste 
fragrance, if any, in the dusty 
of the space below the counter. 
Rapid Fire Mail Campaign 

I have proven by actual experience in 
three companies that a real vigorous, 
rapid fire mail campaign directed at a 
definite line of prospects and_ talking 
about a selected form of coverage will 
produce results. 

I believe in making a mailing at least 
twice a week for four weeks, then wind 
up with a heart to heart letter asking 


that are sent to 


their 


solitude 


for a reply and enclosing a stamped 
envelope to make it easy for the man 


who receives the letter to answer it. A 
big majority will reply and a lot of them 
will be prospects. 

Eight such mailings costing perhaps 
three or four cents each spent twice 
weekly will produce vastly more busi- 
ness than the same amount of money 
spent in two or three ornate mailings 
sent out once or even twice a month. 








Aircraft Regulatory 
Body Recommended 


DISCUSSED AT CHICAGO MEET 
Liability of Airplarre Operators to Pas- 
sengers Also Reviewed in Major 
G. L. Lloyd’s Talk 





In his talk before the first National 
Legislative Air Congress in Chicago this 
week Major George L. Lloyd, first vice- 
president, Barber & Baldwin, Inc., New 
York, went into considerable detail on 
the casualty features of aircraft insur- 
ance. One recommendation he made for 
improving the present situation as re- 
gards rates was the formation of an or- 
ganization by the companies themselves 
which’ would regulate the transaction of 
aviation insurance such as is the case 
in other lines. 

Major Lloyd considered as complex 
that form of indemnity which is pro- 
vided to an aircraft operator against his 
liability at law to other people for in- 
juries they may sustain through his neg- 
ligence or for damage he may cause to 
property they own, for the same reason. 
He pointed out that of all the various 
liabilities to which an operator exposes 
himself in the course of his bus‘ness, 
perhaps the most serious is that which 
he has to passengers traveling in the 
aircraft he operates. Calling attention 
to two aspects of this question which 
affect the cost of insurance and where 
statutory legislation in his opinion could 
be of great benefit, he said: 


Urges $10,000 Maximum Liability for 
Operator 


“Tt is well recognized among casualty 
companies that it costs more to injure 
an individual in the United States than 
in any other country in the world. This 
is due primarily to the fact that the 
wealth of the individual in this country 
is greater than in any other. A work- 
man, for example, who earns $35 or $40 
per week considers himself underpaid 
rather than otherwise, but the wages 
paid to an individual doing the same 
work in France, Germany or England 
would be very much lower and probably 
for his remuneration he would work 
longer hours. In the event of injury 
causing partial or total disablement it is 
obvious that the workman in America 
would receive a higher verdict of dam- 
ages here than elsewhere, and conse- 
quently the insurance rates for provid- 
ing indemnity against this form of loss 
are proportionately higher here than 
elsewhere. 

“So far as the humble workman is 
concerned it would not be my sugges- 
tion that anything should be done to 
limit his rights to collect damages in the 
event of injury or death, but. taking the 
public as a whole and considering the 
experience of casualty companies in lia- 
bility insurance generally and_ particu- 
larly in the case of automobile liability, 


it would be a sad day for the aviation 
industry if the exorbitant verdicts for 
damages which are almost a matter of 
course in other industries, were to be 
permitted to creep into aviation. Some 
states have already met this situation by 
stipulating a maximum sum per individu- 
al for which an aircraft operator is li- 
able. In Germany, I believe, such a 
limit has been fixed and I understand 
some other European countries propose 
to follow suit. It would be a great ben- 
efit to the aviation industry and also 
it would cause no hardship to members 
of the public if a law were passed in 
every state fixing the maximum liability 
of an aircraft operator to each pdssen- 
ger at, say $10,000.” 

Major Lloyd thought that the inde- 
terminate state of the law regarding 
the degree of responsibility of an oper- 
ator to passengers not carried for hire, 
or carried for hire for charter trips, or 
carried for hire on a regularly scheduled 
passenge line operation brings an ele- 
ment of great uncertainty into the rat- 
ing of this class of insurance. He said: 

“There are many law suits pending 
at the present time where passengers or 
their dependents are suing an airline 
operator for damages arising out of in- 
jury or death sustained in an airplane 
accident. In these suits, I believe, a 
great injustice will be done to the avia- 
tion industry if they are successfully 
prosecuted in cases where it is proved 
that no negligence attached to the op- 
erator. It would place the operator of 
an air line in the same position, in the 
eyes of the law, as a railway or other 
common carrier and it would be a tre- 
mendous handicap to the development 
of aviation. If an operator is reasonably 
careful and employs pilots who are com- 
petent and experienced, if he has the 
right sort of equipment and maintains it 
satisfactorily, and does everything he 
can to provide for the safety of passen- 
gers carried, that should be the full ex- 
tent of his responsibility.” 

Compensation and Personal Accident 

Discussing the workmen’s compensa- 
tion feature of aircraft insurance, the 
speaker said: 

“The rating of workmen’s compensa- 
tion insurance which is under the con- 
trol of rating bureaus in the different 
states, contains one outstanding injustice 
at the present time. The uniform meth- 
od is used of charging a rate per cent. 
on a pilot’s payroll. This means in prac- 
tice that in the case of a good pilot 
who is paid more for his experience and 
skill, an employer has to pay more for his 
compensation insurance than in the case 
of a poor pilot whose remuneration is 
less. A higher premium, ‘therefore, is 
charged for the better risk. This anom- 
aly will no doubt be corrected in time but 
as yet no solution has offered itself. 

“There are certain regulations of state 
insurance departments governing person- 
al accident insurance which we_ find 
somewhat inconvenient to comply with 
when handling personal accident insur- 
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ance for individuals who may fly. One 
of these requires us to receive a signed 
application from the insured before we 
can grant such a cover and as very 
frequéntly the insurance is asked for at 
the last moment and just before a flight 
commences, it is not easy to comply 
with the requirement, 

“Some companies supply the cover by 
means of coupons such as are issued to 
railroad travelers but it is not practicable 
to issue coupons for the large amounts 
of insurance such as are needed by the 
well-to-do patrons of aviation. Another 
restriction which seems perhaps unnec- 
essary is that which prevents us from 
issuing a group personal accident policy 
to an employer whose employes occa- 
sionally fly, unless this policy covers 75% 
of the total number of employes. In 
increasing numbers, manufacturers are 
buying airplanes for use in transporting 
their employes and naturally they wish 
to protect themselves in as simple a man- 
ner as possible. 

Would Issue One Policy 

“The way we would like to provide 
personal accident cover in a case of this 
kind is by issuing one policy covering 
any employe who may fly, and arranging 
for premium to be paid to us according 
to the number and extent of the flights. 
It is not possible, however, to do this 
at the present time without breaking the 
law, as it is necessary for us to take a 
separate application from each employe 
whenever the insurance is wanted. 

“Tt would be of considerable help to 
us if the state insurance departments 
would allow an exception to their gen- 
eral regulations governing personal ac- 
cident insurance in the case of flying 
risks. 

“T anticipate that within a short while 
the insurance companies will form an or- 
ganization for regulating the transac- 
tion of aviation insurance such as is the 
case in other lines of insurance, and this 
is something very much to be desired. 
With the formation of such an organiza- 
tion a tremendous power for good will 
be born. To illustrate, rates would be 
fixed, not on the individual judgment of 
an underwriter who may not be fully 
informed regarding the qualities of a 
particular machine, but by _ engineers 
whose sole purpose would be to give 
credit for good features in the construc- 
tion or design of an aircraft and engine 
and on the other hand to impose debits 
where such are justified.” 


Darby A. Day Plans 


(Continued from page 11) 


ing to those who earned the tenancy 
privilege by the size of their production. 
There are many other features of the 
office which have drawn visitors from 
all parts of the globe. 
His Companies 

For the past several months Mr. Day 
has been organizing a large casualty and 
surety underwriting organization in Chi- 
cago headed by the Chicago Fidelity & 
Casualty, which was organized with 
$1,000,000 capital and surplus of $1,500,- 
000. It will begin underwriting soon. 
Since the organization of the Chicago 
Fidelity & Casualty, Mr. Day has ac- 
quired four casualty insurance organiza- 
tions which are now writing business 
with a combined annual premium income 
in excess of $4,000,000. His companies 
in addition to the Chicago Fidelity & 
Casualty are the Automobile Underwrit- 
ers Insurance Co. of Dallas, Darby Day 
Investment Corporation and Fire Insut- 
ance Co.-of Chicago. He is chairman 0 
the board of the Continental Indemnity 
Co. of America and of the Lawrence 
Avenue National Bank. His organiza 
tion is taking steps to acquire the Lib 
erty Insurance Co, of Dayton, O. 








EXPECT 1931 RATES SOON 
The preliminary announcement © 


Massachusetts Commissioner Merton L- 
Brown as to the 1931 automobile liability 
rates is expected to be made on cither 
August 27 or 28, 
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WHAT ABOUT 
YOUR PROFITS? 


The proper and consistent development of fidelity 
and surety lines is concededly profitable to agents. 


This company is extraordinarily well qualified 
to assist and service agents in solving surety and 
fidelity problems. Practically all of its officers have 
themselves been agents and consequently approach 
difficulties with a field viewpoint. 


General agency connections in fidelity and surety 
lines are still available in some territories. A letter 
from you will bring a prompt and personal reply. 


Equitable Casualty & Surety 
Company 


JOHN L. MEE, President 


2 Lafayette Street | New York City 


SF 


“Equitable in Practice as in Name” 
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L. A. Redman, Insurance 
Lawyer, on Coast, Dies 


N. Y. PAPERS PRINT BIG STORIES 





An Authority on Astronomical Physics; 
Described Also as an Aggressive 
Eccentric 





L. A. Redman, a lawyer in San Fran- 
cisco who has frequently represented 
casualty insurance interests, died this 
week and New York papers printed half 
a column about his career. 

Among other things Mr. Redman was 
an authority on astronomical physics. He 
was the man who several years ago of- 
fered a reward of $200 to any person 
who would disprove the contention that 
Professor Albert Einstein was “a faker 
and a humbug.” In discussing the career 
of Redman the “Herald-Tribune” of New 


York said: 





Although his spectacular aggressive- 
ness in court—he once called 581 wit- 
nesses to establish the falsity of a cer- 
tain claim—gained him a wide fame, 
it was the application of this quality to 
his scientific studies that made him best 
known. He challenged mathematicians, 
physicists and philosophers, and in vol- 
uminous correspondence fought them to 
a standstill, according to his own ac- 
count. He used to display a letter from 
Professor Trumpler in which the scien- 
tist requested that Mr. Redman cease 
writing to him. 

“See that!” he would exclaim. “I’ve 
got them on the run. When they can’t 
refute my statements they either try 
to get funny or just run out, Why, I’ve 
got them over a barrel.” 

Einstein was his pet aversion. In 1926 
he published a book, “The Einstein De- 
lusion,” assailing the theory of relativ- 
ity, which he said wasn’t original with 
Einstein at all, but was the work of Sold- 
ner in 1801. “I have no doubt that he 
found it buried away in old rubbish just 
as I found it,” he said. Many scientists 
applauded these views of Mr. Redman’s. 

Mr. Redman was one of the oldest 
members of the Bohemian Club of San 
Francisco. His wife and a daughter sur- 
vive. 





WINS AD-MATCH CONTEST 





Standard Accident Direct Mail Prize 
Presented to Francis Foley, Chicago 
Special; Prepared 81 Campaigns 
Francis Foley, special agent of the 
Standard Accident in its Chicago branch 
office, was recently announced as the 
winner of the national ad-match contest 
launched by the company in the spring 
to encourage specials to arouse greater 
local agency interest in direct mail cam- 
paigns. Mr. Foley won with eighty-one 
campaigns, and the news of his victory, 
written in verse, was contained in a 37- 
foot scroll done in loud, clashing colors. 





APPOINT ZWEIG, SMITH & CO. 


The Contintental Casualty has appoint- 
ed Zweig, Smith & Co., as its borough 
agents in New York City. The appoint- 
ment was made by Floyd N. Dull, 
vice-president in charge of the eastern 
department of the company. Zweig, 
Smith & Co., is four years old and did 
a fire insurance business until recently 
when a casualty department was added, 
the firm taking the borough agency of 
the Commercial Casualty. This company 
connection has now been given up. 





TEXAS AGENT A MAYOR 


Warren B. Tayman, agent of the 
Maryland Casualty at Stamford, Texas, 
has the distinction of serving as mayor 
of his town for the past four years. Be- 
sides running the city and his own in- 
surance agency, Mr. Tayman owns sev- 
eral farms and operates a number of 
cotton gins. 














N THE HEART of the world’s most fertile and prosperous 
valley, is Chicago. Situated at the natural crossroads of the United 
States between the Industrial East and the agricultural West, the 


ore-producing North and the cotton-producing South, it is “the city 
that had to be.” 


From the very beginning its commercial possibilities were fore- 
ordained. The first railroad locomotive reached Chicago in 1848. 
Today Chicago is the greatest railroad center in the world. The first 
bank was established in 1835. Today Chicago is banker to the Middle 
West. The first retail store was opened in 1804. Today Chicago is 
the great central market of the United States. The first harbor im- 
provement was made in 1833. Today it is the greatest inland port in 
the world. From a struggling frontier town in 1830 Chicago has grown 
to a metropolis exceeding three million and yielding precedence to only 
London and New York. 


As an insurance center, Chicago has kept pace with its other 
achievements. Its Insurance Exchange Building, occupying an entire 
square in the Southwest corner of the 
Loop is a general headquarters for 
Branch Offices, General Agencies, Brok- 
ers and Agents. Here wisely centered 
in one locality is the heart of the City’s » 
insurance industry. 











And here, quite naturally, you will 


find the offices of UNION INDEMNITY Historic Fort Dearborn was built on 


the South bank of the Chi Ri 
CoMPANy, and of NEw YorK INDEM’ hear its mouth, and consisted of 


block houses and a stockade. It was 
NITY Company—happy to meet you, constructed during the winter of 


. 1803-04 by the soldiers who dragged 
anxious to serve you and proud to be a the timbers for miles over the snow. 


’ ° The abutments of the Michigan Ave- 
part of the World’s Youngest Great City. nue Bridge now cover part of the site. 


Union Invemniry Company 
A DIVISION OF INSURANCE SECURITIES COMPANY, INC, 
New York Indemnity Company 





Detroit Life Insurance Company Iowa Fire Insurance Company 
lf 
Union Title Guarantee Company, Inc. \\ 


‘ La Salle Fire Insurance Company 


Bankers & Merchants Fire Insurance Company Union Title and Trust Company, W. B. P. 


EXECUTIVE OFFICES UNION INDEMNITY BUILDING NEW ORLEANS 100 MAIDEN LANE NEW YORK 








F. & C. ATLANTA PROMOTIONS 





W. C. Knight, Frank Maloney and Far- 
rant Todd Made Ass’t Resident Man- 
agers; Newly Created Posts 

The managerial staff of the Atlanta 
office of the Fidelity & Casualty has re- 
cently been augmented by the appoint- 
ments of William C. Knight, Frank Ma- 
loney and Farrant Todd as assistant resi- 
dent managers. Eugene Oberdorfer, one 
of the best producers of the F. & C,, 
with a long record of service in its field 
ranks, is the resident manager. | 

The new positions have been created 
so as to aid in handling the increased 
responsibilities necessitated by the close 
affiliation the Atlanta office of the F. & 
C. will have with the new Southeastern 
department of the America Fore group 
at the new quarters in the Thornton 
building, Atlanta. 

Mr. Knight joined the F. & C. in 
1923 as a special agent. He was at the 
home office for a short time and went to 
Philadelphia in 1924 in the capacity of 
special agent. The latter part of 1925 he 
was transferred to the jurisdiction of 
the Atlanta office. Mr. Maloney started 
with the company in 1923 as a claim ad- 
juster at Atlanta. The following year 
he was promoted to bond manager, a 
position he has held ever since at the 
same office. P 

The connection of Mr. Todd with the 
F. & C. dates back to 1922, when he en- 
tered its service as a claim man at Rich- 
mond. The next year he was sent to 
Atlanta as an examiner, which work he 
has been following since that time. 





CASUALTY MEN ON PROGRAM 





Minnesota Agents in Annual Meeting at 
Duluth Hear H. S. Ives, G. E. Tur- 
ner and Others of Prominence 


Casualty speakers at the annual meet- 
ing of the Minnesota Association of In- 
surance Agents yesterday and today at 
Duluth included Henry Swift Ives, 
counsel for the Association of Casualty 
& Surety Executives; George E. Turner, 
Chicago attorney, who has just been 
elected president of the First Reinsur- 
ance Co. of Hartford; J. H. Blackhurst, 
superintendent of agents in the St. Paul 
branch of the Aetna Life, and J. F. 
Reynolds, manager, Minnesota Compen- 
sation Rating Bureau. 


ARCTIC EXPLORATION BOND 

What is believed to be the first Arctic 
exploration -bond ever executed was is- 
sued by the National Surety a few days 
ago in connection with the submarine 
Arctic exploration trip which Sir Hubert 
Wilkins is planning to make next April. 
The bond is for $10,000 and guarantees 
that Sir Hubert, Captain Danenhower 
and party will return Submarine O-12 
to the United States Shipping Board 
in good condition. The National’s risk 
has been amply protected by the deposit 
of collateral. 


IN NEW COAST OFFICES 
The Pacific Coast department of the 
Southern Surety, Home Indemnity and 
Southern Fire is now located in the new 
Pacific National Bank building, San 
Francisco’s latest skyscraper. J. R. 
Molony, vice-president and general man- 
ager for coast territory, will have com- 
plete home office authority and is plan- 
ning a program of expansion. 


MADE EXECUTIVE SPECIAL 

The New Jersey branch office of the 
Standard Accident has promoted John 
M. Durling to be executive special agent. 
He has been with the company for the 
past eleven years, first in the engineer- 
ing department and then as a specia 
agent for New Jersey territory. 


SAFETY WEEK SUCCESS 
Great Britain’s recent safety week 
campaign resulted in a substantial drop 
in street accidents in a number of areas. 
it was reported to the Safety Week 
Council. Reductions of 20% were 10- 
ticed in some places, - 
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TIME CONSIDERED 


Time that is needlessly wasted is money lost for- 
ever. Understanding this full well, department 
executives facilitate in every way the handling of 
agents’ correspondence and business. 


The London Guarantee executive staff works 
directly with Company agents—no needless details 
in dealing with this great institution—the value of 
the agents’ time is always considered. 


LONDON GUARANTEE AND ACCIDENT COMPANY, LTD. 
J. M. Haines, United States Manager © Fifty-Five Fifth Avenue, New York 
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German Reich Tackles 
Unemployment Problem 


REFORMS IN INSURANCE PLAN 





Effort Being Made By Dr. Bruning to 
Relieve State of Burden; Re- 
fusal of Work Penalized 





The similarity of the unemployment 
problems of Britain and Germany is 
causing British developments to be 
closely followed in the latter country, 
where particularly strenuous efforts are 
being made both to combat unemploy- 
ment and to relieve the state of the 
burden of unemployment insurance. 

The number of unemployed in Ger- 
many receiving relief—1,850,000 on July 
15—is less, and relatively to the popula- 
tion much less, than the number of reg- 
istered unemployed in Great Britain. 
There is no fixed state contribution, for 
the fund is, in theory, self-supporting, 
but the Reich has had to meet the deficit 
when the funds of the Unemployment 
Insurance Institute did not cover its de- 
mands. In this way the Institute has 
borrowed, and should nominally repay, 
35,000,000 from the Reich, but its fu- 
ture borrowing powers are now severely 
limited. 

Dr. Bruning’s Reforms 


Under the reforms carried through by 


Dr. Bruning’s government by decree, 
contributions, shared by employers and 
employed, have been raised from 344% 
to 4%4%. Full benefit (from 1 to 22 
marks, according to wage rates, with al- 
lowances for dependents) will be grant- 
ed in some classes only when fifty-two 
weeks’ continuous employment in the 
preceding eighteen months can_ be 
proved. Refusal of work is penalized 
by disqualification from benefit for six 
weeks, instead of fourteen days, as in 
the past. The Reich grant to enable the 
Institute to meet its demands is, for the 
first time, fixed by the budget at some 
£9,000,000 





Big Safety Program 


(Continued from Page 31) 


F. Edwards, The Prudential, as chair- 
man, program committee, and E. W. 
Kopf, assistant statistician, Metropolitan 
Life, as chairman, committee on statis- 
tical practice. 

Every speaker at this sectional meet- 
ing is an insurance man or has insurance 
interests. The line-up includes Shippen 
Lewis, secretary, Committee to Study 
Compensation for Automobile Accidents, 
Philadelphia, whose topic is “Direct Costs 
of Motor Vehicle Accidents”; Dr. Alfred 
J. Lotka, Metropolitan Life, with the 
subject “Money Losses to Dependents 
of Persons Killed in Automobile Acci- 
dents”; Harold R. Gordon, executive sec- 
retary, Health & Accident Underwriters’ 
Conference, talking on “Disability Costs 
of Motor Vehicle Accidents,” and C. J. 
Haugh, actuary, National Bureau of Cas- 
ualty & Surety Underwriters, who will 
discuss “Property Damage Costs of Mo- 
tor Vehicle Accidents.” 


Other Insurance Talks 


At the construction section meeting W. 
J. Schultz, chief engineer, Southern Sure- 
ty of New York, will talk on “Major 
Causes of Injuries in the Construction 
Industry and Their Elimination.” Dur- 
ing the meeting of the delivery, taxicab 
and bus section H. G. Kemper, executive 
vice-president, Lumbermens Mutual 
Casualty, will discuss “Our Methods of 
Stimulating Interest in Safety.” The 
employes’ benefit association section will 
get the benefit of the views of Mervyn 
Davis, assistant actuary, group depart- 
ment, Equitable Life Assurance Society, 
on “Actuarial Information for Employes’ 
Benefit Associations.” 

Marcus A. Dow, well known as an au- 
thor on accident prevention subjects and 
at one time connected with a New York 


insurance brokerage house as safety ex- 
pert, is on the program of the food and 
delivery, taxicab and bus sections, He 
is now manager of safety and personnel 
for the Greyhound Management Co. of 
Cleveland. Among the speakers at the 
marine section will be E. H. Jewett, safe- 
ty manager, United States Protection 
and Indemnity Agency, Inc., New York; 
F. C. Gregory, safety engineer, United 
States Employes’ Compensation Com- 
mission, Washington, and A. J. Smith, 
engineer, Marine Office of America. 


One of the insurance speakers before 
the metals section will be W. Graham 
Cole, director, safety service, policyhold- 
ers’ service bureau, Metropolitan Life, 
on the subject “Analysis of Accident 
Causes in the Metals Industry.” At the 
same time Section President Pettibone 
will make some trophy awards. 

F. P. Stanley, vice-president and gen- 
eral manager, Glens Falls Indemnity, is 
slated for an address at the paper and 
pulp section as well as G. F. Otto, safe- 
ty engineer, Employers’ Mutual Liabil- 
ity of Wausau, Wis. 

Dr. Dublin again appears on the pro- 
gram during the general session of the 
public safety section with the topic “One 
Hundred Thousand Deaths.” Another 
interesting talk at that meeting will be 
by Dr. John H. Finley of the New York 
“Times” on the “Newspaper’s Place in 
Traffic Safety Education.” 

Appearing before the refrigeration sec- 
tion on Wednesday morning will be L. 
L. Hall, secretary-treasurer, National 
Bureau, with the subject “How Safety 
Measures Affect Compensation and In- 
surance Rates.” E. E. Place, American 
Mutual Liability, is serving as secretary 
of the textile section of the congress and 
Elliott Knight, engineering department, 
Employers’ Liability, is talking before 
this section on “Five Injuries and Their 
Story.” R. C. Barr, chief engineering, 
Lumbermen’s Mutual Casualty, appears 
before the woodworking and lumber 
manufacturing section with a talk on 
“From Log Pond to Mill.” 


Norwich Hits Its Stride 


(Continued from Page 32) 


in charge of underwriting and he en- 
joys the reputation of being one of the 
most capable underwriters in company 
ranks. A newspaper man before he 
came into the insurance field, Mr. Kid- 
der started as assistant commercial edi- 
tor on the Boston “Herald” and was 
its financial editor when he resigned to 





C. E. ANDERSON 


join the newly organized Massachusetts 
Employers’ Insurance Association, later 
the Liberty Mutual, as assistant secre- 
tary. 

Mr. Kidder then came to New York 
City to connect with the United States 
Casualty and during the period of 1912 
to 1921 filled various posts with this com- 
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pany, including the handling of its lia- 
bility department and later its accident 
and health department. At the time of 
his resignation in 1921 he was ‘assistant 
secretary in charge of accident and 
health. He went south to organize a 
general agency but shortly thereafter re- 
turned to New York as liability manager 
of the Norwich Union Indemnity and 
Phoenix Indemnity. 

In July, 1923, he was appointed as- 
sistant secretary of both companies and 
about a year later was advanced to the 
post of secretary. When the companies 
separated in March, 1926, Mr. Kidder 
remained as secretary of the Norwich 
Union Indemnity. He was promoted to 
the vice-presidency early this year. 

P. H. Guilfoil Handles Claims 

The important legal and claim activi- 
ties of the company are under the di- 
rection of Paul H. Guilfoil as vice-presi- 
dent and general counsel. A graduate 
of Trinity College, Hartford, and the 
Columbia University Law School, Mr, 
Guilfoil gained his first insurance com- 
pany experience with the Travelers in 
its New York City legal department. 
Later he joined the Workmen’s Compen- 
sation Publicity Bureau as an attorney 
and in 1914 connected with the Employ- 
er’s Mutual of New York as its claim 
department manager. 

From 1916 to 1918 Mr. Guilfoil was 
with the Globe Indemnity in New York 
as a claim examiner; then he returned 
to the Travelers at its home office as a 
claim examiner and supervising adjuster. 
He went into the Norwich Union or- 
ganization in 1924 first as manager of 
its claim department, then assistant sec- 
retary in charge of claims, and now vice- 
president and general counsel. Mr. Guil- 
foil’s broad legal training is an invalu- 
able asset to the organization. 

The Norwich Union Indemnity is fac- 
ing the future with confidence under 
such capable exectative direction. De- 
partment heads are keyed up to greater 
production and the spirit of the rank 
and file is one of friendly co-operation. 
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cago. Mr, Turner is nationally known 
as an eloquent and convincing public 
speaker. 

The First Reinsurance Co. which Mr. 
Turner now heads was the first casualty 
reinsurance company chartered in the 
United States. It is a prominent mem- 
ber of the Rossia group of reinsurance 
companies, comprising in addition to the 
First Reinsurance Co. the Rossia Insur- 
ance Co. of America, the Fire Reassur- 
ance Co. of New York, Metropolitan 
Fire of New York and the Iduna-Ger- 
mania of Hamburg, Germany. The Ros- 
sia has substantial interest in many Ev- 
ropean companies, affiliated through its 
recently organized Rossia International 
Corp. Carl F. Sturhahn is the directing 
head of all Rossia interests. 





New Investment Trust 
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income. Holders of any number of 
shares may at any time redeem them 
at their proportionate value. 

The insurance companies listed in the 
portfolio include the American Surety, 
Continental Insurance Co., Fireman's 
Fund, Firemen’s of Newark, Great Am- 
erican, Hartford Fire, Home of New 
York, Insurance Co. ‘of North Amet- 
ica, National Liberty and National 
Surety. 

Bank stocks listed are the Bank of 
Manhattan Trust Co., Bank of Mor 
treal, Canadian Bank of Commerce, 
Chase National Bank, Chemical Bank & 
Trust, Corn Exchange Bank & Trust, 
Irving Trust, National City Bank, Roy@l 
Bank of Canada and the Bank of Ag 
erica, N. A. 








